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HIGHLIGHTS of the Issue 


lement and secure 
the retailers’ position in the building industry 


was the subject most uhder discussion at the 
annual meeting of the National Retail Lumber 
Dealers association, Nov. 7, 8 and 9, at Colorado 
Springs, Colo. The highlights of the meeting, 
along with quotations from the various speeches 
are discussed in the article on page 34. The 
“Pledge of Service,” which had been proposed 


last year in the industry, was adopted at the 


meeting. A more detailed analysis of the pledge 
and what it will mean to all retail dealers is 
given in the article on page 48. 


Wit THE formation of the Construction In- 

dustry Advisory council, the nation’s second 
largest industry for the first time is organized 
to meet its complex problems with unity of 
action and purpose. The article on page 37 
gives quotations from many of the speakers at 
the recent meeting of the council, and discusses 
what the council will mean to the entire build- 
ing industry at present and in the future. 
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ONE OF THE most patstending merchandising 
programs is being conducted by a Connecticut 


Fa lumber dealer who is offering to prospective 


home builders a 20-page booklet containing 


house plans and diséusses a variety of topics of — 


interest to home builders. The article on pagé 


41 includes a reproduction of the booklet, and 


-. tells how the book is being advertised and how 


the program has been geared to promote new 
home construction. _ 


OUTSTANDING merchandising programs will 
edie tittle: fa'the‘tong run if the lumber doal- 
_er's store is not attractive and pleasing to the 
eye of the customer. On page 45 is a new retail 
“with an article pointing out how 


will draw customers into 
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WITH CORRECT GOVERNMENT ATTITUDE 
PRIVATE INDUSTRY CAN DO HOUSING JOB 


The nation’s critical housing shortage presents a bright future for all segments of the 
private building industry and at the same time offers an interesting challenge. This could be 
a definite asset to efforts of industry leaders to hurdle manpower, supply and price difficul- 
ties that are presently hamstringing the private home building program were it not for the 
steady encroachments of OPA, public housers and professional bureaucratic career men in 
the federal government continually crowding in with their panaceas for relief of the situation. 

After almost three years as a Commander in the United States Navy, part of which was 
spent in Washington dealing with various governmental agencies, the writer is of the opinion 
that private industry, given its constitutional rights under the system of free enterprise, can 
and will do a more economical and efficient job of housing the nation than any government 
agency or group of agencies. Therefore, it would be much more businesslike and profitable 
for government workers to spend our money and their efforts to help private industry get 
under way with home building, rather than to concentrate on evolving ways and means 
to control our industry and take over a large portion of the job. 

While our well-paid government workers are lobbying and conducting a high-powered 
national publicity campaign to discredit the job private industry has done and could do now, 
all on our tax money, the huge building industry lies like a sprawling giant ready and will- 
ing to arise and go to work, except that the giant is being held down by hundreds of fetters 
that should be removed by the very government careerists who are instead trying to create 
another giant of an entirely different nature and one that will never work for the good of 
private industry. 

We would like to point out that regardless of what sort of a program the public housers 
propose, it will take from six months to a year to get it in operation, and, taking past records 
as criteria, we venture the opinion it will not be efficient nor economical in operation. Give 
private industry six months with the help, and not the hindrance, of government and we will 
have enough houses built or under construction so that the pressure on the housing question 
would relax materially. The rising inflationary trend in values would halt and possibly start 
receding. Anxiety on the part of those needing new homes would be eased because with 
the housing industry active they would know it could be but a few months until they could 
get started on their own new homes. The majority of the arguments of public housers for 
their programs would disappear and they could either go to work for private business or stay 
in government in some capacity that would conform more closely with our principles of 
what government should do for business. 

It is of the utmost urgency that all persons interested in the retail lumber business and 
building in general immediately act to convince our government officials they should get 
back to their desks and start work immediately on a program to remove the problems that at 
present retard home building rather than continually snipe away at an industry held back 
because of a number of conditions that are largely within their power to remove. Private 
building can do the job—a bigger, better and more economical job than any socialistic, 
monopolistic government program ever envisioned. We are ready and anxious to get started. 
Just let us get to work and we will deliver. . 


BU awer, 


Publisher 
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Merchandisiug, Public Relations 


Programs Get Attention of NRLDA 


Annual Board of Directors meeting at Colorado Springs centers 
efforts on meeting challenges to industry supremacy in 


building field in postwar economy. 


ONSCIOUS OF THEIR major 

responsibility in the nation’s 
home building industry, officials, 
members of the board of directors 
and prominent retailers gathered at 
the Broadmoor hotel, Colorado 
Springs, Colo., Nov. 6, 7 and 
8 for the annual meeting of the 
National Retail Lumber Dealers 
association. Most of the action and 
discussion centered around ways 
and means to implement and secure 
the retailers’ position in the build- 
ing industry, which, the theme of 
the meeting stated, will “spearhead 
the return to a peacetime economy.” 
The three-day directors’ session 
was preceded by a two-day meet- 
ing of the secretaries of the state 
and regional retail associations. 

NRLDA President S. L. Forrest, 
Lubbock, Tex., opened the session 
with a frank statement of some 
of the problems facing the indus- 
try, and accompanied that with a 
brief review of activities of the 
national office in helping the indus- 
try to find solutions to those prob- 
lems. “We will be judged on how 
we serve our customers. If we can- 
not serve the needs of home own- 
ers and building material consum- 
ers in the most economical manner, 
then we have no justification for 
our existence,” Mr. Forrest warned. 
“There has never been a more criti- 
cal time in the retail lumber in- 
dustry. Free enterprise is on trial 
and we must perform our functions 
adequately within our sphere. We 
must be united and put all our 
undivided effort into the solution 
of our major problems.” 

At the present time, Mr. Forrest 
told the dealers, there is a close tie 
between building material manufac- 
turers and lumber retailers with 
committees representing both 
groups functioning to find out what 
dealers need from manufacturers 
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S. L. FORREST 


Re-elected President, National Retail Lumber 
Dealers Association 


and what the manufacturers need 
from the dealers. 


Must Watch Legislation 

The industry as a whole must 
meet the challenge of government 
bureaus for public housing. Watch- 
ing legislation is now the number 
one job of the national associa- 
tion, Mr. Forrest pointed out. The 
industry’s relations with OPA re- 
quire much attention and work on 
the part of those on industry com- 
mittees and the staff of the na- 
tional office, explained the NRLDA 
president, who concluded with the 
warning that the job is by no means 
lessening in importance. 

H. R. “Cotton” Northup, secre- 


1945 officers re-elected. 


tary-manager of the National Re- 
tail Lumber Dealers association, 
Washington, D. C., followed Presi- 
dent Forrest’s introductory remarks 
with a summary of the recent ac- 
tivities of the OPA Industry Ad- 
visory commitee. At this time 
there are four major problems con- 
fronting this committee and Mr. 
Northup listed them as follows: 1. 
Correction of present price regula- 
tion inequities on building mate- 
rials; 2. OPA’s efforts to apply the 
general retail price increase absorp- 
tion policy to the building material 
industry ; 3. OPA’s program to con- 
trol costs on completed homes, and, 
just recently added; 4. Efforts to 
permit retailers to pay wholesale 
lumber commissions above mill 
ceiling prices and absorb the in- 
creased cost with no proportionate 
increase in retail prices to con- 
sumers. 
Industry's OPA Problems 

Among the objectives of the OPA 
committee in efforts to remove some 
of the existing inequities of the 
price control setup on building ma- 
terials, as explained by Mr. North- 
up, is the industry’s program to 
obtain a more normal relationship 
between various lumber item prices 
and the profit outlook for manu- 
facturers so they would be willing 
to produce more of the scarce items, 
such as flooring, ceiling, finish, hard- 
wood plywood, etc. Other inequities 
under study include overweights 
on shingles, lumber, fence posts; 
wholesale markups in MPR 219; 
manufacturing charges in MPR 
215; direct mill shipment markups; 
mixed car differentials; treated 
lumber prices; hardwood markups 
under MPR 457; markups on soft- 
wood plywood, mouldings, millwork. 

Mr. Northup explained that OPA 
pressure to inaugurate the retail 
price absorption policy for the re 
tail lumber dealer is by no means 
dead. OPA is continually prying 
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around for an opening whereby 
they may force retail dealers to ab- 
sorb any price increases granted 
manufacturers, he warned. 

OPA’s community dollars-and- 
cents building material pricing 
program is but the first step in that 
agency’s program to slap stiff con- 
trols on the costs of new construc- 
tion, the NRLDA secretary-mana- 
ger said, in reviewing that phase 
of OPA’s work. Mr. Northup ex- 
plained the industry is maintaining 
that present price controls on 
building materials are adequate if 
perfected. Even though the dollars 
and cents area ceilings are prepared 
and inaugurated in key areas in the 
immediate future, this would still 
leave a large number of materials 
to figure under MPR 215 not to 
mention those small centers where 
OPA does not plan to use dollars- 
and-cents area ceilings, Mr. North- 
up said. This is imposing an entire 
new system on a large segment of 
the industry when the need for 
price contro] during future months 
is problematical. In any talk of 
eliminating price control entirely, 
it was brought out that the indus- 
try must talk in terms of production 
and distribution and not in terms 
of inventories because there will 
be such a rapid turnover that in- 
ventories will not be built for many 
months, but supply and turnover 
may be adequate to satisfy needs. 


Wholesale Lumber Commissi 

The Industry Advisory Commit- 
tee has stood unalterably opposed 
to the proposal to permit retailers 
to pay wholesale lumber commis- 
sions and then absorb the increased 
cost. Following Mr. Northup’s talk 
considerable discussion from the 
floor centered around this ques- 
tion. A vote of the directors and 
dealers present resulted in strong 
approval of the Industry Advisory 








NORMAN P. MASON 
Re-elected Vice President,, NRLDA 
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committee’s stand opposing any 
move to permit dealers to absorb 
wholesale lumber commission pay- 
ments. Mr. Northup and others 
present explained that should this 
go through it would be but an 
opening wedge to further imposi- 
tions of manufacturers price ab- 
sorptions on retailers with no com- 
pensating increase in prices to con- 
sumers. 

Robert A. Jones, executive direc- 
tor of the Middle Atlantic Lumber- 
mens association, proposed a five- 
step postwar program for the re- 
tail lumber and building material 
industry at Tuesday afternoon’s 
session. After reviewing the evo- 
lutionary trend toward more and 
better merchandising by the retail 
lumber industry, Mr. Jones listed 
his five points for consideration by 
the industry as follows: 


Five-Step Merchandising Program 

1. Adopt a uniform national] plat- 
form and pledge of service as a 
definition of the business and pub- 
lic relations item. 

2. Implement that platform in 
terms of improved offices, displays, 
facilities, equipment and inventor- 
ies. 

3. Train management and execu- 
tive staff to operate under the in- 
dividual interpretation of the plat- 
form. 

4. Train salesmen and local me- 
chanics in all branches of consumer 
service, 

5. Organize a vertically integrat- 
ed collaborative marketing program 
between manufacturers’ associa- 
tions, such as the Producers’ Coun- 
cil, and retail association, national 
and/or state and regional. 

Adopt “Pledge of Service” 

Following Mr. Jones’ presenta- 
tion of the developments and condi- 
tions necessitating this program, 
the assemblage voted to adopt the 
“Pledge of Service,” which had been 
proposed last year in the industry 
and was recently adopted by five re- 
gional associations. The “Pledge of 
Service,” a brief review of what 
brought it about and how it can be 
used by retailers appears on an- 
other page in this issue. 

Mr. Jones also offered the indus- 
try a “Management Checklist for 
Retail Lumber Dealers,” which has 
been prepared and published by 
Mr. Jones and Ray E. Latshaw, sec- 
retary of the Middle Atlantic Lum- 
bermens association. The ‘“Man- 
agement Checklist” is divided into 
ten major segments which have a 
bearing on the successful operation 
of a retail lumber yard under the 
industry program. These ten seg- 
ments are: 1. Business cost; 2. Mar- 











ket Analysis; 3. Merchandising; 
4. Personnel; 5. Retail Selling; 6, 
Consumer Financing; 7. Advertis- 
ing; 8. Sales Promotion; 9. Pub- 
licity, and 10. Public Relations. 


“Merchandising Checklist’ 

In its present form the “Mer- 
chandising Checklist for Retail 
Lumber Dealers” is made up only 
of brief summaries of the prin- 
ciples bearing on the successful 
handling of the problems extant in 
each phase of operation. Mr. Jones 
compares it to a razor without the 
blades—it will not work without the 
blades—and those are to be sup- 
plied in the future to make the 
checklist a useful tool in the opera- 
tion of any retail lumber yard. 

The NRLDA board of directors 
also adopted this proposed “Man- 
agement Checklist” as a national 
program and the books will be dis- 
tributed to dealers at a nominal 
figure through the state and re- 
gional associations. 

Arthur A. Hood, director of 
dealer relations for Johns-Manville, 
followed Mr. Jones on the Tuesday 
afternoon program, speaking in 
favor of the need and value of such 
a program and service for the re- 
tail lumber industry. 


Inter-Industry Activities 

Wednesday forenoon NRLDA 
Vice President Norman P. Ma- 
son, North Chelmsford, Mass., re- 
ported on the inter-industry and 
government problems affecting the 
building industry. He explained the 
importance of the work now be- 
ing done by the NRLDA committee 
in collaboration with committees 
from all other segments of the build 
ing industry with the U. S. Cham- 
ber of Commerce. Mr. Mason re- 
viewed the recent meeting in Wash- 
ington, sponsored by the U. S. 
Chamber of Commerce when, be- 





H. R. NORTHUP 
Secretary-Manager, NRLDA 





cause President 8S. L. Forrest was 
unable to be on hand, he presented 
the case for the retail lumber deal- 
ers of the nation. 

Summarizing the thinking of re- 
tainers on the trend of current 
government propaganda, Mr. Ma- 
son said: “The retail lumber dealer 
believes there will be an active 
home building and remodeling mar- 
ket. He does not necessarily believe 
that ten million homes will be built 
in the next ten years, nor does he 
believe there will be an_ infla- 
tion in home building prices if that 
many homes are not built. He be- 
lieves that production will put men 
to work and create a healthy peace- 
time economy; that this country 
can produce more houses for its 
people if strikes are settled and 
production encouraged, and that 
more homes can be produced with- 
out price control than with it. The 
lumber dealer believes that the way 
to settle the question of shortage 
or inflation is to produce the mate- 
rials or homes that will eliminate 
both; and that this industry can 
produce more homes than any gov- 
ernment bureau has calculated.” 

Mr. Mason volunteered the opin- 
ion that the Wagner-Ellender pub- 
lic housing bill as originally written 
will be abandoned but is being re- 
written and will be brought up in 
a revised form. 


Surplus Property Disposal 

Edward H. Libbey, of the 
NRLDA Washington staff, outlined 
the setup on surplus war property 
disposal as it affects retail lumber 
dealers. Although currently the ad- 
ministration of the act is badly 
muddled with much confusion as to 
who handles what, Mr. Libbey as- 
sured the industry the surplus prop- 
erty disposal problem is not very 
serious as yet nationally, although 
there are a number of local situ- 
ations that require and have re- 
ceived attention in order to protect 
the interests of retailers. As far as 
lumber is concerned, the surplus 
problem is not developing as was 
anticipated, chiefly due to the fact 
that the military services are not 
releasing any sizable stocks, but are 
currently planning to live off their 
accumulations, shifting the lumber 
around to where it is needed from 
the locations where activities have 
been curtailed or discontinued. He 
is of the opinion there will not be 
much government lumber declared 
as surplus. 


Used Lumber Pricing 
In discussing the used or second- 
hand lumber situation, Mr. Libbey 
emphatically cautioned retailers 
against making any bids or pur- 
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chases until they had definitely de- 
termined the status of the used 
lumber prices in their regions. Cur- 
rently the OPA is engaged in set- 
ting up used lumber price sched- 
ules according to regions and Mr. 
Libbey pointed out that what the 
dealer pays for used lumber has no 
bearing on the OPA ceiling sched- 
ules once they are announced. In 
areas where they have already been 
established dealers report they are 
too low to permit profitable han- 
dling by retailers. It is therefore 
essential that any dealer contem- 
plating purchase of used lumber 
for resale to consumers first deter- 
mine what the ceiling prices on 
such lumber will be before making 
the deal. 

Gene Ebersole, executive vice 
president of the Lumbermen’s As- 
sociation of Texas, and chairman 
of the National’s committee on yard 
modernization and equipment plan- 
ning, reported that several publi- 
cations on the subject of yard 
planning and modernization would 
be available in the near future. He 
called special attention to the im- 
portance of following developments 
along these lines by reading the 
trade press. 

W. C. Bell, secretary of the 
Western Retail Lumbermens asso- 
ciation, outlined the program his 
group has inaugurated for estab- 
lishing 30-day courses in basic 
training for new retail yard em- 
ployes in cooperation with colleges 
in his area. Much interest was 
manifested in this program because 
it speeds up the training of new 
help, so badly needed now by re- 
tailers all over the nation. In con- 
nection with this same topic the 
G. I. Apprentice Training program 
received some attention in discus- 


sions from the floor. Under this 
program an ex-Service man may re- 
ceive between $50 and $75 a month 
supplemental pay from the govern- 
ment while learning a trade or 
training for a skilled job in a plant 
approved by the Veterans Admin- 
istration. 


NRLDA Publicity Program 

Paul W. Watson, publicity direc- 
tor of NRLDA, reviewed activities 
of his office in providing dealer 
advertising and mat services, spon- 
sorship of Home Planners’ Insti- 
tutes, proposed resumption of 
“Home” magazine to be distributed 
by lumber dealers, a program to 
publicize retail lumber dealers as 
the building headquarters in every 
community and planned preparation 
of a radio advertising program that 
can be used locally in the form of 
transcriptions with “breaks” for 
local announcements. His office is 
also considering the development of 
visual sales tools in the form of 
movies designed to not only help 
educate the public on the advisa- 
bility of going to the lumber yard 
first for building service, but also 
to assist dealers in training new 
help. 

W. W. Wood, publisher of Small 
Homes Guide, talked to the assem- 
blage Thursday afternoon about a 
lumber dealer-home promotion and 
demonstration program. According 
to Mr. Wood’s proposal a national 
home demonstration project would 
be established in Washington, D. 
C., and then the various state 
groups could adapt as much of this 
project as is feasible to their local 
situations. 

The entire slate of 1945 NRLDA 
officers were reelected at the ses- 
sion. These are: President—S. L. 
Forrest, Forrest Lumber Co., Lub- 
bock, Texas; Vice President—Nor- 
man P. Mason, Wm. P. Proctor Co., 
North Chelmsford, Mass.; Treas- 
urer—G. W. LaPointe, Jr., 0 & N 
Lumber Co., Menomonie, Wis.; 
Secretary-Manager—H. R. North- 
up, Washington, D. C. 

Wednesday evening members of 
the board of directors of the Na- 
tional, visiting retailers and their 
wives attended an industry dinner 
in honor of Mr. and Mrs. Don A 
Campbell. Mr. Campbell served the 
government and his industry well 
during the wartime period on the 
staff of the War Production Board 
Lumber and Lumber Products Di 
vision in charge of lumber distribu- 
tion. Fred Stair, nationally-known 
retailer of Knoxville, Tenn., deliv- 
ered the address and presented Mr. 
Campbell with an engraved plaque 
memorializing the occasion. 
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Construction Leaders Ongaucze 






Industry’s New Advisory Council 

















The Construction Industry Advisory Council is organized 
for the first time to speed a non-inflationary revival in 
the building trades; Washington conference surveys the 
future of the nation’s housing and draws plans for action. 


| 











ROSPECTIVE owners of new 

homes-to-be, thousands of them 
across the nation, as well as lum- 
ber and building material dealers 
received a large portion of good 
news and a few warnings at a 
meeting of the newly formed 
Construction Industry Advisory 
council in Washington, D. C., Nov. 
1. The meeting, called by Eric A. 
Johnston, president, United States 
Chamber of Commerce, brought to- 
gether representatives of more than 
80 organizations having a substan- 
tial interest in building. 

The formation of this long- 
awaited council of the policy- 
making executives of the various 
building trade and professional or- 
ganizations means that the nation’s 
second largest industry for the first 
time is organized to meet its com- 
plex problems with unity of action 
and purpose. Among the major 
problems considered at the confer- 
ence were the divergent but inter- 
related responsibilities of distribu- 
tors, manufacturers, labor, con- 
tractors, financing institutions and 
advisory councils. 


Speakers Cite Building Needs 


Among the principal speakers 
before the CIAC’s organiza- 
tional meeting were Norman P. 
Mason, vice president of the Na- 
tional Retail Lumber Dealers’ as- 
sociation; Douglas Whitlock, chair- 
man of the advisory board of the 
Producers’ Council; Eric Johnston; 
John W. Snyder, director, War 
Mobilization and Reconversion; 
Richard J. Gray, acting chair- 
man, American Federation of La- 
bor’s Building and Construction 
Trades Department; Edward P. 
Palmer, former president, Asso- 
Clated General Contractors of 
America; Abner H. Ferguson, 
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Eric A. Johnston, pres., Chamber of Commerce 
of the United States. 


former Federal Housing Adminis- 
trator; John L. Haynes of the re- 
cently organized Construction Di- 
vision of the Bureau of Foreign 
and Domestic Commerce; Earl O. 
Shreve, vice president, General 
Electric company, New York, and 
member of the board of direc- 
tors of the United States Chamber 
of Commerce, and Joseph E. Mer- 
rion, president, National Associa- 
tion of Home Builders of the 
United States. 

Speaking in behalf of the na- 
tion’s lumber retailers, Mr. Mason 
said that in the present period of 
reconversion the retail lumber deal- 
er industry firmly believes that 
production and not extended gov- 
ernment contro] will solve the re- 
employment problem and return 
the United States to a sound peace- 
time economy. 


Lists Retailing Improvements 
Mr. Mason pointed out that the 
nation’s lumber and building ma- 
terial establishments have come 
through the war in an exceedingly 
strong position. These six points 


were listed as conclusive evidence 
of this assertion: 

1. The distributive end of the 
building industry has no real con- 
version problem. 

2. The war has forced literally 
thousands of dealers into service 
channels that make them far more 
useful in their communities than 
ever before. 

3. The lumber dealer’s wartime 
experience has resulted in his be- 
coming a merchandiser. 

4. Wishing to give his commun- 
ity additional services, he has wid- 
ened his line of merchandise, dis- 
covered new uses for old material 
and developed the ability to handle 
new packages. 

5. The average retail lumber 
dealer has emerged from the war 
in a good financial position. Most 
old, delinquent accounts have been 
liquidated or scratched off the 
books. In many cases the lumber 
dealer is equippel with an adequate 
up-to-date woodworking shop. 

6. The lumber dealer’s attitude 
toward his own place of business 
reflects his development during the 
war. More than 75 percent of the 
lumber dealers recently surveyed 
are now remodeling, or are plan- 
ning to remodel, their offices, stores 
and yards. 

In explanation of his second 
point Mr. Mason said that in agri- 
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cultural areas, where at least 65 
percent of the lumber yards oper- 
ate, shortage of farm labor forced 
these yards to prefabricate thou- 
sands of portable farm structures 
essential to farm production. Over 
80 percent of these yards plan to 
continue this service to their farm- 
trading areas. 

Yards concerned primarily with 
town trade during the war were, 
he said, forced through a chang- 
ing cycle which led them first into 
the remodeling and _ decorating 
lines of their business, then into 
maintenance and repair. These 
changes brought the average re- 
tail lumber dealer more and more 
into contact with the home own- 
er and developed an over-the-coun- 
ter trade. 

Detailing the sixth point the 
speaker said that the overhauling 
of plant facilities in conformance 
with modern ideas now includes the 
use of procedures and equipment 
designed to reduce distribution 
costs through improved handling 
and stocking methods. Most of the 
dealers who are planning to in- 
stall these changes are also figur- 
ing on more adequate display fa- 
cilities for their contractors’ cus- 
tomers and those who stop in “on 
their own.” 

Hits Price Control Methods 

After stressing the fact that 
lumber dealers will continue to 
work toward lower distribution 
costs through a more rapid turn- 
over of stock and lower labor and 
warehousing costs, Mr. Mason de- 
clared : 

“With the exception of the prob- 
lems he must share with his sup- 
pliers, the lumber dealer’s chief 
problem is the straitjacket of price 
control being cut out for him by 
OPA and fitted to him by NHA. 

“Having mastered the 23 gov- 
ernment orders affecting his stock 
and their innumerable amend- 
ments, the lumber dealer cannot 
understand why this system which 
was good enough to win the war 
is not good enough to establish the 
peace. Why, in the eight months’ 
period between this time and the 
expiration of OPA must he learn 
an additional pricing system to 
complicate the already burdensome 
bookkeeping job? 

“Particularly offensive are the 
provisions of the new price con- 
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trol system under which the OPA 
can withhold manufacturer price 
advances, force absorption upon 
the dealer and propose actions 
which are in effect profit control. 
Such action the lumber dealer 
deems to be unconstitutional and 
he questions the legal authority of 
the OPA to indulge in such prac- 
tices. 

“Assuming a need for price con- 
trol and even assuming the OPA’s 
plan is both constitutional and 
workable, it appears doubtful to 
the retail lumber dealer that price 
control on materials without price 
control on wages would have much 
if any effect on final home costs. 
This is more clearly seen when it 
is realized that a third of the cost 
of a home is paid out in wages for 
on-site labor and that well over 
an additional third of the cost of 
materials going into a home is di- 
rectly attributable to wages paid 
labor in the production, manufac- 
ture and transportation of these 
materials. Somewhere between 70 
and 80 percent of the final cost of 
the home is labor cost in one form 
or another.” 


Price Control Misses Objectives 


The National Retail Lumber 
Dealers’ vice president continued 
the attack by emphasizing that the 
main point of reconversion is re- 
sumed production of peacetime 
commodities and that the main 
problem of the reconversion period 
is the reemployment of service men 


and women and ex-war workers. 
Price control, he declared, will not 
accomplish either one of these 
ends; only production will elimi- 
nate shortages and only resumed 
peacetime production will put our 
men and women back to work. He 
continued to stress this issue by 
saying: 

“If people want commodities and 
employment simultaneously, it 
seems only sensible to the lumber 
dealer that the people be put to 
work to make the things they want. 
When the supply is adequate, prices 
will not be too high, but will be 
in line with wages paid. It should 
be pointed out that even under 
price control materials are still 
competitive one with the other, 
competitive geographically and 
competitive between dealers. 

“Consider some of the shortages. 
The NHA, for example, has devel- 
oped a well-conditioned case to 
prove that only 400,000 homes 
could be built in 1946 because of a 
shortage of lumber. The average 
American home consumes about 
10,000 board feet of lumber. If 
400,000 homes were built, that 
would mean that four billion feet 
of lumber would be needed. 

“In 1945, lumber manufacturers 
produced twenty-eight billion board 
feet and with the settlement of 
the strikes which affect not more 
than 1% of the lumbering areas, the 
industry is headed for a thirty bil- 
lion board foot year in 1946. With 
the military demand greatly re 
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duced and only four billion feet 
of lumber needed to build 400,000 
houses, where will the remaining 
twenty-six billion board feet of 
lumber go? 

“There will be sufficient lumber 
if there is enough labor and will- 
ingness to build homes in Amer- 
ica.” 

Supply Will Soon Meet Demand 

Mr. Mason further stated that 
the manufacturer of materials and 
equipment for housing are not 
necessarily out of business. They 
know, he said, that regardless of 
temporary shortages (amply cov- 
ered by existing price controls) 
three to four months of reconver- 
sion and manufacturing can make 
a tremendous difference in the sup- 
ply available. 

“Magnifying the shortages,” he 
continued, “is bureaucracy’s ten- 
dency to use astronomical figures 
when talking about demand for 
homes. The NHA, for example, re- 
cently indicated that 1,200,000 fam- 
ilies are now doubled up—that is, 
two families are living together, 
and that with the return of serv- 
icemen accelerating the marriage 
rate, 2,000,000 other families would 
have to move into homes with rela- 
tives or others unless housing units 
were created for them. 

“These were estimates for which 
no foundation was discoverable un- 
der questioning. How many fam- 


ilies were doubled up prior to the - 


war was not indicated. How many 
families would remain doubled up 
through preference was not known. 
How many of these families have 
immediate employment which 
would enable them to pay for lodg- 
ing if they were not doubled up 
is debatable—probably as debata- 











ble as the unsubstantiated estimate 
that a million homes a year could 
be built and absorbed economically 
in this country for the next ten 
years. 

“Perhaps ten million homes 
could be built in the next ten years. 
This would mean replacing more 
than a fourth of the existing homes 
in the United States and surely 
some of the people purchasing new 
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homes would be vacating old homes 
suitable for housing other people.” 


A Need Doesn’t Mean a Demand 


In closing his talk, Mr. Mason 
pointedly said that the supposedly 
“actual demand” for a million homes 
a year is open to serious question. 
Bringing the whole question down 
to the brass tacks of realistic eco- 
nomics, he said that there may be 
a need but not a demand, for in 
a money market there is no demand 
unless there is money to buy. In 
other words, he said, there is no 
money pushing up the price of 
homes unless people want to buy 
homes. People may want homes, 
but unless they want to purchase 
homes that cannot be built, there 
is no danger of inflationary prices 
in the home-building market. 

To substantiate this he cited the 
recent Architectural Forum in 
which it was found that only one 
and one-half percent of those who 
are in a potential market for homes 
will actually raise the money and 
buy a home. As a result, he con- 
cluded that— 

“The retail lumber dealer be- 
lieves there will be an active home 











building and remodeling market. 
He does not necessarily believe that 
ten million homes will be built in 
the next ten years, nor does he 
believe there will be an inflation 
in home building prices if that 
many homes are not built. 

“He believes that production will 
put men to work and create a 
healthy peacetime economy; that 
this country can produce more 
houses for its people if strikes are 
settled and production encouraged, 
and that more homes can be pro- 
duced without price control than 
with it. 

“Finally, the lumber dealer be- 
lieves that the way to settle the 
question of shortage or inflation is 
to produce the materials or homes 
that will eliminate both; and that 
this industry can produce more 
homes than any government bu- 
reau has calculated.” 





Whitlock Tells Conference When 
Building Materials Production 
Will Reach 1940 Level 





Douglas Whitlock, chairman of 
the advisory board of the Pro- 
ducers’ Council, stated at the out- 
set of his address before the Con- 
struction Industry Advisory Coun- 
cil meeting that his remarks would 
deal chiefly with the supply of 
building products, the question of 
construction prices, the availability 
of building labor and the need for 
industry cooperation at the local 
level. 

Concerning the building product 
supply situation, Mr. Whitlock 
made public for the first time the 
results of a survey conducted by 
the Producers’ Council at the re- 
quest of the Office of War Mobili- 
zation and Reconversion. This sig- 
nificant sampling of opinion was 
gathered from building material 
manufacturers and their trade or- 
ganizations. 

It has been estimated that the 
volume of new construction next 
year should be at about the 1940 
rate. Accordingly, said Mr. Whit- 
lock, the survey’s purpose was to 
determine how long it would take 


for production of building prod- 
ucts to reach the 1940 rate. With 
few exceptions, he said, manufac- 
turers report that they are now 
at that rate or will reach it in six 
months or less. 
Supply Picture Not Too Gloomy 
The survey showed conclusively 
that the availability of the various 
building products fell roughly into 
four time-limit classifications: 
1. Those items which are now 
at, or in excess of, the 1940 rate 
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include insulation board, mineral 
wool insulation, hardware, asphalt 
roofing, asphalt tile, electrical mo- 
tors, electrical wire, cables and 
conductors, vitreous china, plumb- 
ing fixtures, pipe fittings, some 
plumbing and heating specialties, 
floor furnaces, space heaters and 
asbestos cement products. 

2. Those items which will re- 
quire, according to the survey, 
three months or less include brick 
and tile, gypsum products, metal 
lath, structural steel, cast iron 
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pressure pipe, metal kitchen cabi- 
nets and electrical lighting equip- 
ment, to reach the 1940 rate. 

3. Those items which will re- 
quire not more than six months 
include clay sewer pipe, cast iron 
soil pipe, metal windows, concrete 
masonry units, transformers, 
valves and warm air furnaces. 

4. Some major items such as 
stock millwork, electrical appli- 
ances, boilers, radiators and enam- 
eled ware plumbing fixtures are 
more difficult to predict as to the 
production time needed. Manufac- 
turers of stock millwork in the 
mid-west reported that nine to 
twelve months may be required to 
reach the 1940 production rate. 
Major electrical appliances will re- 
quire from three to twelve months, 
enameled ware plumbing fixtures 
from six to eight months and boil- 
ers and radiators from two to 12 
months. 

Cest and Price Still Problems 

In continuing, Mr. Whitlock 
pointed out that in attempting to 
estimate the future volume of con- 
struction and the extent to which 
the construction industry can con- 
tribute to a high level of national 
income, the biggest question marks 
are cost and price. He told the 
conference: 

“We must attack the price prob- 
lems from two angles. First, we 
must devise effective means of pre- 
venting any unjustified increases in 
building prices during the remain- 
ing period of scarcity; and second, 
we must do everything within our 
power to develop and adopt econo- 
mies which will lower the cost of 
construction in the future. 

“The time has come to face the 
facts about the price situation. 
There are many who doubt the 
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ability of the construction indus- 
try to hold the line. They point 
out that we never have been able 
to police our industry in the past 
and that the industry has been so 
poorly organized that it could not 
police itself if it wanted to. That 
is the reputation which we have 
built up over the years. 

“Once prices get out of hand, 
one of two things inevitably will 
happen. First, the government will 
promptly impose new restrictions 
so severe that the volume of pri- 
vate building will shrink back al- 
most to war-time levels. Second, 
if the government takes no action, 
matters will ride along until the 
public refuses to pay prevailing 
prices, with the result that build- 
ing will come to a dead stop. There 
are no other alternatives. And we 
can’t afford either one.” 


Inflation May Mean New Controls 

Mr. Whitlock warned that there 
are Many men in government—in- 
fluential men—who are only wait- 
ing for the building construction 
materials industry to make its first 
mistakes. He said these men need 
only a few more flagrant examples 
of price inflation to renew their 
demands for controls, regardless 
of their impracticality and regard- 
less of the economic consequences. 

As for the future he predicted 


that “If we permit or invite these 
controls, we will have to live with 
them for a long, long while. The 
penalties will be great. We will 
rue the day when we brought them 
down upon our haads. 

“All of us collectively had there- 
fore better work together, as we 
never have before, to sell the hold- 
the-line policy to each other and 
every individual and organization 
in the construction industry. We 
must utilize every tool at our com- 
mand to win the battle against in- 
flation. 

“While we deplore the unreas- 
onable charges of inefficiency which 
have been hurled against this in- 
dustry, we can take some comfort 
from the fact that those charges 
may serve to urge us on toward 
still greater effort to reduce our 
costs. When we realize that a 10 
to 15 percent reduction in build- 
ing costs might well increase by 
20 or 30 or 50 percent the market 
for new construction, we can see 
full justification for giving this 
matter adequate attention in the 
future. 

“No one else is going to cut the 
cost of building. It is up to us, 
and to us alone. If we attack and 
solve this problem successfully, we 
need not fear prolonged depres- 
sions in building in the future.” 





Eric Johnson and J. W. Snyder 
Cover Self-Regulation 





Eric A. Johnston, president of 
the United States Chamber of Com- 
merce, declared in a brief speech 
that self-regulation is the essence 
of democratic capitalism. He said, 
“The machinery by which most of 
us have conducted our affairs in the 
past has become rusty through dis- 
use, and now we have to get back 
and use that machinery again. It 
isn’t going to be easy. 

“Domestically, there are too 
many who feel that a conference of 
management and labor will solve all 
of our problems, or that perhaps 
by the waving of a wand we can 
solve the other domestic problem of 
racial tolerance. These are matters 
of adjustment, matters of giving 
and taking. 

“If we in management and labor 
are going to stand up and slug it 
out we are going to set our country 
back for many decades. But if we 
are going to sit down and think it 
out, unparalleled prosperity lies 








ahead for this great nation. 

“T hope that you (of the lumber 
and building materials industries) 
can be a model for the rest of the 
nation of self-regulation within the 
framework of mutual understand- 
ing, respect and admiration. I hope 
that you can understand that the 
welfare of our country is more Im- 
portant than the welfare of any 1n- 
dividual in this room. I hope that 
you can understand that if you can 
regulate yourselves, if you can do 

(Continued on Page 44) 
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NE OF THE MOST PRO- 
GRESSIVE and far - seeing 
lumber merchandising programs 
brought to light since the end of 
the war is that now being conducted 
by J. E. Smith & Company, Inc., 
Waterbury, Conn. Through the me- 
dium of a current schedule of ad- 
vertisements carried in the daily 
newspapers, an interesting and in- 
formative 20-page booklet on new 
houses is being offered free to read- 
ers who send in a clipped coupon. 
According to J. F. Smith, presi- 
dent, approximately 1000 copies of 
the booklet “From the Smiths to 
the Jones” were distributed in the 
first few weeks of the campaign. 
The booklet was sent only in an- 
swer to specific requests from pros- 
pective home builders returning the 
coupon. 


Shows What the Money Buys 


The booklet contains sketches and 
floor plans for five different houses 
ranging from single story four- 
room structures, which can be sold 
for a down payment of $1100 and 
a monthly FHA payment of about 
$40, to two-story six-room dwell- 
ings at an initial investment of 
$2000 with a monthly FHA pay- 
ment of about $59. Actual measure- 
ments and specifications of the vari- 
ous house plans are not included in 
the booklet, however. Reproductions 
of two of these packaged homes ap- 
pear on the following pages. 

Topics discussed in the booklet 
include 1) I Want to Buy a House 
in a Package; 2) I Want It Right 
Now; 3) How Can We Pay for It?; 
4) What’s the Best Way to Get 
It? 5) How Much Do I Have to Pay 
for What I Want? 6) Do We Have 
to Give Up Everything We Enjoy 
If We Want to Build a House? 

The booklet does much to dispel 
the rather common misconception 
that the house of the future will be 
nothing short of a house of mir- 
acles—one that automatically 
makes the beds, sweeps its own 
floors and even scrubs Junior’s ears 
before he leaves for school. 

Explained briefly and clearly are 
the advantages of building a house 
under normal construction methods 
a8 compared to those of the prefab- 
ricated house. Many important and 


tu reduertisiug Program 


Geared to Promote New Homes 


A Connecticut lumber dealer is lining up a hand-picked 
“We-Want-To-Build-A-Home” audience with the offer of 
an informative booklet in a newspaper ad campaign. 
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significant aspects of the problem of 
financing the building of a new 
home are also discussed including 
mortgages, FHA insurance and 
government loans for war veterans. 


Booklet Breaks Down Costs 


By speaking in terms of monthly 
payments rather than total building 
costs, the booklet at once presents 
the prospective builder with a se- 
ries of break-down figures on what 
each house will cost per month. This 
treatment shows the customer how 
he thus buys a tangible equity at 
no greater cost than that spent pre- 
viously for rent. Smith & Company 
recognizes this as a tremendous fac- 
tor in reducing sales resistance, and 
rightly so. 

Those requesting the booklet are 
also furnished with an occasional 
newsletter giving the latest devel- 
opments on the home building situ- 
ation. Changes in government reg- 
ulations and trends in the lumber 
and building material supply are 
also discussed in these newsletters. 
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J. F. Smith, president of J. E. Smith & Com- 
pany, Inc., Waterbury, Conn., believes in the 
future sale of lumber by merchandising com- 
plete mew homes through a _ coordinated 
newspaper advertising campaign. 
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The design 





The approximate cost of a house like this is $57 per month following 
a down payment of $1800. And as usual, if you own a lot this is con- 
sidered as part of the down payment. 


Gambrel roof. Other designs such as the English Colonial with a straight 
gable roof are appropriate for this floor plan. Providing the living space 
is contained in a rectangular exterior, the cost is kept to the minimum for 
a house of this size, quality and interior layout. 





W: now come to the six room house 


with ‘living room, ‘dining room and 
kitchen on the first floor and three bedrooms 

and a bath on the second floor. The first and 
most important feature of this plan is that it 
requires a substantially larger house than does 
the five room house. Of course the reason for this is 
the necessity of getting three rooms and a bath on 
the second floor. This requires larger exterior dimen- 
sions and results in substantially larger rooms on the 
first floor. This extra space can be used to advantage in 
increasing the size of the living room and dining room 
particularly, and the space is also sufficient to provide 
a central hall which improves the house a great deal. 
There is also room for the installation of a downstairs 
lavatory at slight additional cost. 


shown is a Dutch Colonial with a well proportioned 
































al bath on the second floor. This is made 










































possible with only a small increase in the 
original cost. In comparing this house 
with the first house described the im- 
portant thing to remember is that a house 
should be specially designed for future 
development if such development is in- 
tended. 


For example, the roof must be a little 
higher. Two dormer windows are shown 
on the front of the house and a dormer 
should also be placed in the rear to provide 
headroom for a future bath. A center stair- 





















case must be built to reach the second floor 
and the same stairway space used to go to 
the cellar. It is desirable to bring the con- 
cealed plumbing and heating outlets to the 
second floor when the house is being built. 


Tw house provides four rooms on the first floor 
and two unfinished rooms on the second floor. 
This design is very popular, and with good reason. 
For a moderate price it provides good living accomoda- 
tions for a small family. At the same time it provides for the 
development of two additional rooms and a future addition- 














All these things can be done at a very 
slight additional cost when the house is 
being built and the savings that will even- 
tually be made are out of all proportion to 
the additional original cost. 


You will notice that this house is a litle 
larger than the simple four room house. 
Including land, it can be build with an 
initial iavestment of $1300 and a monthly 
payment of $46. > 


Incidentally, your initial investment can 
include the value of your building lot if 
you already have one. A garage is shown 
as an ple of an addition which will 
improve both the appearance and utility 
of the house. If included it will increase the 
monthly payments by about $4 or $5. 
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Johnson, Snyder Speak 
(Continued from Page 40) 

the thing which you think you can 
do and which this nation hopes you 
can do, then there is no question 
about the continuation of demo- 
cratic capitalism in the United 
States.” 


Snyder States Federal Building Program 

In his talk to the conference John 
W. Snyder, director of War Mobil- 
ization and Reconversion, said that 
the federal government has set up 
a 6-point program to stimulate the 
construction industry immediately, 
so that, as fast as possible, con- 
struction can begin on the new 
houses that people must have. It 
provides: 

1. Stimulation of production of 
materials. 

2. The fair distribution of these 
materials among builders. 

3. The strengthening of OPA 
controls over the prices of materi- 
als going into construction. 

4. The Federal Credit agencies 
will encourage conservative lending 
policies. 

5. Representatives of industry 
groups are to be called to Washing- 
ton to map out with government a 
voluntary program to _ increase 
quickly the production of all ma- 
terials and facilities needed for an 
expanded home-construction indus- 
try and to help fight inflated build- 
ing costs and real estate prices. 

6. The National Housing Agency, 
in conjunction with industry rep- 
resentatives, will provide an infor- 
mation and advisory service on 
home values available to any pros- 
pective home buyer regardless of 
whether federal assistance in 
financing is involved. 

Snyder said that the continuation 
of the OPA to maintain the lid on 
rents also during the critical period 
ahead is of equal importance to the 
people who rent houses and those 
who build them. If rents go out of 
control, he warned, this situation 
increases the likelihood of specula- 
tion in housing, and “that isn’t 
good for business or anyone else.” 

“Credit controls also can be vital- 
ly helpful in holding down specula- 
tion in housing. We are working 
now on a program of cooperation 
between the government and the 
financial institutions which would 
help reduce the dangers of inflation 
in this field.” 


In Disagreement with Bowles 
The OWMR chief was in direct 
variance to the views of Price Ad- 
ministrator Chester Bowles when 
he (Snyder) told the conference: 
“Considerable attention has been 
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given to the advisability of price 
control on finished houses. It is 
not our present intention to ask 
Congress for such legislation. If 
the Congress decides to consider 
such legislation providing a simple 
workable machinery that will stim- 
ulate rather than retard construc- 
tion, it would receive our support.” 

(This was the first public an- 
nouncement made by the director 
of OWMR that the administration 











is not supporting the program out- 
lined by the OPA eight weeks ago.) 

About the time Snyder was mak- 
ing his speech before the construc- 
tion industry conference, Bowles 
was telling a press conference that 
he would continue to work for price 
limitations on new houses. He 
quoted with approval his own testi- 
mony, given about a week earlier 
before a Senate committee, in 
which he asked “with all the force 
I have that Congress enact legisla- 
tion to stop this onrushing inflation 
of home prices in its tracks at the 
earliest possible moment.” 

Returning to Snyder’s talk be- 
fore the conference once again, he 
had this to say: 

“It is our (Office of War Mobil- 
ization and Reconversion) present 
intention to ask the cooperation of 
the industry and the financial in- 
stitutions in promoting a construc- 
tion program on a basis of fair and 
reasonable prices. If such a pro- 
gram does not seem to be meeting 
with success, we will determine on 
what further steps the government 
should take. 

“The sooner we expand produc- 
tion and get houses built, the 
sooner the controls that are neces- 
sary today can be lifted. But if 
production is stifled and restrained, 
controls will continue necessary for 
a longer period.” 





R. J. Gray and E. P. Palmer 
Discuss Responsibilities 





Construction labor’s case was 
stated by Richard J. Gray, acting 
chairman of the executive council 
of the American Federation of La- 
bor’s Building and Construction 
Trades department. He refreshed 
the memories of his audience by 
saying: 

“Wages for construction and 


building trades workers were sta- 
bilized at the beginning of the war 
and remained at this stabilized 
level right up to the present time. 
There were no general 15 percent 
increases even though they were 
permissible under the Little Steel 
Formula. There were few strikes 
during the war period. Agreements 
were made and they were lived up 
to. 

“We must now face adjustments 
in wage rates to take care of the 
increase in the cost of living. We 
must face this situation in fairness 
to the worker. We must at the 
same time keep in view the neces- 
sity of taking every practical meas- 
ure we can to hold the costs of 
construction in line with the costs 
of other products and services. 

“Fair minded critics of this in- 
dustry have pointed out that most, 
if not all, of the practices com- 
plained of are due to the sharp up 
and down swings of construction 
ers of the United States. 
work, both seasonally and over the 
years. These fluctuations in em- 
ployment place severe strains on 
both management and _ workers. 
Most of our troubles will be cured 
and costs reduced if we can find 
acceptable ways and means of 
lengthening the work year, and of 
ridding the economy of depressions 
which construction goes through 
every few years. 

Cites Need for Apprentices 

Gray said that the number of 

construction and building trades 











workers—as soon as those now in 
the armed services are back in 
their communities—will be suffi- 
cient to take care of all construction 
work which may be contracted. 
“Looking beyond the next three 
years, however,” he added, “we 
have to train apprentices now to 
replace the older men who drop 
from our ranks and to take care of 
such demands for additional work- 
ers aS we can reasonably anticipate. 
“Apprenticeship requires cooper- 
ation on the part of both contrac- 
tors and the unions. Although 
many people do not know it, the 
(Continued on Page 62) 
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By L. MORGAN YOST, AIA 


Associate Editor, American Lumberman 


LL AROUND THEM lumber 
and material dealers see mer- 
chandising in operation, not only by 
drug stores, automobile dealers and 
the like, but also by their own com- 
petitors. And their competitors are 
not confined to other lumber and 
material dealers. 

Increasingly the lumber dealer 
will have competition from other 
sources—department stores, chain 
stores, mail order houses, hardware 
stores. In fact, there is scarcely 
any other line of business that will 
not try to take a portion of the 
lumber and material dealer’s trade 
away from him. 

And they will try to do it by 
better merchandising. The dealer 
must recognize the necessity for 
applying to his own business these 
merchandising ideas that have suc- 
ceeded in other lines. But the deal- 
er cannot stop there. He must 
evolve and develop new ideas which” 
will sell his goods—ideas which are 
better and more advanced than 
those of his competitors. 


Remodeling for New Business 

Of course, for many many years 
lumber dealers have operated prof- 
itably even without stores, and 
with very little help in the meth- 
ods of modern’ merchandising. 
Doubtless some dealers will still 
continue to be successful in that 
way of business. But in this chang- 
ing world it is very likely that 
many of these dealers who depend 
on the old way of doing things will 
fall by the wayside. Many dealers 
are now considering plans for 
building new sales rooms or for 
extensive remodeling of those they 
have. Many of these stores will be 
very progressive, and will reflect 
credit on the dealer for his forward 
thinking. Many of the designs we 
have seen or worked on are admir- 


Demands Better Store Design 





Presenting another original store 
plan for progressive lumber dealers 
who want more traffic from passersby 


able solutions to particular prob- 
lems, as indeed each store design 
should be. 

At first thought it might seem 
that one dealer’s business methods 
and problems would be very much 
like those of the next dealer. A 
more careful scrutiny will reveal 
that each dealer has_ individual 
problems of neighborhood, location, 
different merchandise, different 
clientele, even a different method 
of doing business. One might cater 
almost exclusively to contractors 
and builders, another would, be- 
cause of his location and person- 
ality, prefer the business of the in- 
dividual home owner. 

The store illustrated here is for 
the latter type of business, but 
does not neglect the contractor’s 
end, in fact, a special room has 
been provided for contractors to 





Elevation and floor plan of this 
American Lumberman store de- 
sign will be found on next two 
pages. 





use in figuring plans, taking off 
lumber quantity lists, and making 
their purchases, without interfer- 
ence from casual customers. 


Fewer Walls Mean More Display 

In general this store follows the 
new principle of store planning de- 
veloped by merchandising and store 
layout experts. Through its appli- 
cation the entire store becomes a 
show window. This is accom- 
plished by the removal of all bar- 
riers between passersby and the 
merchandise on sale. It means, of 
course, that all merchandise must 
be in tip-top shape at all times, 


AMERICAN LUMBERMAN, November 10, 1945 


and that displays must be kept 
clean and up-to-date. Ideally, even 
glass would be omitted, but climate 
and other practical considerations 
make it necessary to use the glass 
for protection of the merchandise, 
but it should be installed in such 
a way that it does not constitute a 
wall or barrier. 

Notice that the ceiling overhang 
in this design slopes up and out, 
overhanging the glass by several 
feet. There is no break in the ceil- 
ing at the line of the glass, and 
the frame of the glass is buried 
in the ceiling, so there is only a 
minimum line. Store front con- 
struction is used to minimize the 
vertical joints between panes of 
plate glass. The columns support- 
ing the ceiling and roof are several 
feet inside the glass line, so there 
is no heavy division at the line of 
the glass. 

The cost of building such a store 
should be no more than the con- 
ventional type. Of course, if ex- 
travagances are indulged in, as in 
anything else, it is possible to run 
the cost up to the point of dimin- 
ishing returns. This principle of 
open front stores may even be used 
in remodeling work, where the 
structural changes would not in- 
volve too great an expenditure to 
increase the store’s selling effi- 
ciency. 

This particular store is approxi- 
mately 60 by 100 feet, and is in- 
tended for an outlying or neigh- 
borhood location, probably in con- 
nection with the yard itself. A 
street with traffic is assumed, to 
get the utmost out of this type of 
store. As can be seen from the per- 
spective, this store would seem to 
be one great open area at night. 
And indeed that is just what it is. 
There are no hidden corners or 
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arrangement is explained in the text. 
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walls which would make a passerby 
hesitate to enter. 
Bring the Outdoors In 

This feeling of making the out- 
doors and the indoors seem one is 
enhanced by the irregular plan of 
the store window, which allows one 
to look through a portion of the 
building and to the outside. The 
out-of-doors seems to penetrate the 
area of the store itself. 

There are two main entrances, 
one on each street, and a secondary 
entrance for contractors, though 
contractors may enter their special 
room from the store itself, as well. 

In order more efficiently to at- 
tract the housewife (who is instru- 
mental in most home purchases) 
the decorating section has been 
placed at the prominent corner, 
with show windows on three sides, 
making seasonal displays attrac- 
tively possible. This department 
would include wall papers, floor 
coverings and group displays of 
items from the rest of the store, 
such as mirrors, paints and cabi- 
nets. This department would pull 
for all the others. For example 
an attractive mantel against a wall- 
paper background with a few ac- 
cessories placed on a floor display 
of attractive linoleum could not 
only sell wallpaper and linoleum, 
but would also sell wall materials, 
paints and the millwork item of 
the mantel itself. 

In this type of store not only the 
items adjacent to the windows are 
on display, but also those in the in- 
terior of the store are readily seen. 
That is what we mean when we say 
that the whole store becomes a 
show window. The passerby is at- 
tracted by something that is at the 
far side of the store, and before 
he knows it, he has entered to walk 
over to look at it. The model kitch- 
en display at the far corner is an 
example. This would attract many 
people from the street who would 
be interested in examining it clos- 
er. The same may be said about 
the display of building materials 
on the left wall, and about the mod- 
el house display closer to the en- 
trance. 

All of the departments are or- 
ganized so that related sales may 
be made. Paint is next to the un- 
painted items, hardware is close to 
them both, and tools are close to 
hardware and to unpainted items. 

Brings In the Traffic 

The sales office with its counter 
is the place where bills would be 
paid, and lumber and the like would 
be ordered. Samples would be dis- 
played on the front of the counter 

(Continued on Page 54) 
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NRLDA Adopts Industry 
“Pledge of Service” 


HE NATION’S RETAIL LUM- 

BER and building material bus- 
iness now has a_ platform—a 
“Pledge of Service.” The idea of 
adopting such a proposition has 
been discussed in the industry for 
a long time, and during the past 
year five regional retail dealer as- 
sociations took the initiative and 
Officially adopted the platform. At 
the annual meeting of the National 
Retail Lumber Dealers association 
in Colorado Springs Nov. 6-7- 
8 the board of directors voted to 
adopt the “Pledge of Service” as 
part of the national publicity and 
promotion program. 

Industry leaders made it clear 
during discussions preceding adop- 
tion of the platform that this is 
not a move to force any dealer to 
make a change in his business; it 
is not designed to regiment the 
industry; it will not force any 
dealer into the contracting business 
nor will it alienate contractors. It 
is first and foremost a part of the 
industry’s national public relations 
and publicity program designed to 
combat encroachments of competi- 
tion from outside the industry. 

The nation’s lumber dealers, in- 
dividually and collectively, have 
never done an adequate job of tell- 
ing the public, the manufacturers 
and the government that they are 
ready and capable of giving better 
distribution to more merchandise 
by trained personnel than anyone 
else. In order to have a unified ap- 
proach—a common theme—it has 
been found necessary to adopt the 
platform. This puts the industry 
on record with the public, the man- 
ufacturers and government as to 
what it can do. Further than that, 
it is the starting point for individ- 
ual and collective campaigns to 
convince consumers that the lumber 
dealer is the man to see first for 
building service and for building 
materials. 


10 Businesses in One 

Recent consumer surveys seek- 
ing answers from the public as to 
where to go for home building 
service revealed less than 20 per 
cent thought first of the lumber 
dealer and one survey came up with 
only 5.9 per cent naming the lum- 
ber dealer as the first man to con- 
tact. This is a tragic situation when 
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Will constitute basis for publicity and ad- | 
vertising program to sell consumers on | 
coming to retail lumber dealers first for 
building materials and construction service. 








an analysis of the average retail 
lumber dealer shows he has actu- 
ally ten businesses in one, all cater- 
ing to some phase of building serv- 
ice and the sale of construction 
materials. The retail lumber deal- 
er’s ten businesses are: 

1. Providing new homes to fam- 
ilies who want them. 

2. Providing repairs and remod- 
eling for homes. 

3. The source of supply for farm 
buildings, farm building improve- 
ments and maintenance. 

4. Commercial, industrial and in- 
stitutional remodeling and improve- 
ments. 

5. Yard fabricated and portable 
buildings of all kinds, including 
sections of dwellings. 

6. Roofing, siding, insulation and 
specialty application business. 

7. Providing all types of con- 
struction material for contractor 
sales. 

8. The source of all types of con- 
struction materials for industrial 
sales. 

9. Counter and impulse merchan- 
dise which the consumer selects as 
he wanders through the dealer dis- 
play room. 

10. The mechanical equipment of 
a home—major appliances, heating 
and plumbing. 

(This is a comparatively new 
activity on the part of many deal- 
ers, but there is a marked trend, 
which has shown much impetus 
since the close of the war, toward 
more and more dealers taking on 
this phase of home building serv- 
ice. ) 

The extent to which these ten 
phases of the average retail lum- 
ber dealer’s operation prevail var- 
ies from community to community, 
but in more or less degree, all deal- 
ers meet the call for most of these 
services. In order to publicize all 
these activities and services to 
consumers, it was imperative that 
a definition be worked out which 
could be adequate from both the 


dealer and consumer viewpoint. 
The definition, or “Pledge of Sery- 
ice” reproduced on page 50 was 
designed to implant in the con- 
sumer’s mind the fact he can get 
the ten types of service listed above 
through the retail lumber dealer. 


No Major Change in Operation 

Discussion at the NRLDA meet- 
ing in Colorado Springs brought 
out the fact that any dealer may 
operate under this platform with- 
out any major change in his busi- 
ness, because all the platform does 
from a public relations viewpoint 
is to bring the consumer to the 
dealer first. If the dealer chooses, 
he can see that these consumers 
get served by the industry—his 
firm—in the manner such service 
has been handled in the past, but 
he gets the great benefit of con- 
trolling the sale. Just as depart- 
ment stores have a wide variation 
in size and scope of service, the 
retail lumber and building mate- 
rial dealer business will witness 
the same variation from the highly 
efficient consumer selling organiza- 
tion completely implementing the 
idealistic principles of the platform 
to the small yard in the town of 
500 population which will continue 
to serve its customers on much the 
same basis as it has in the past. 
Satisfactory maximum service to 
the consumer in a very small town 
is quite different from the demands 
of the average consumer in a met- 
ropolitan center. 


Pledge Is a Definition 

In presenting the “Pledge of 
Service” for adoption it was made 
clear to the dealers that this is 
not a move to regiment the indus- 
try. The platform is not an opera- 
tions pattern, because there 1s no 
such thing that can be applied to 
the industry generally. It is but a 
definition and each dealer has his 
own privilege of interpreting it 10 
his own manner from an operations 
viewpoint. The preamble to the 
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OUTSTANDING QUALITY 
Good news... sales and profit-making news .. . for —and selling — features 
of 
. DEVOE FLOOR & DECK ENAMEL 
standing finishes in better-than-before quality — in ond 
MIRROLAC ENAMEL 


every Devoe Dealer—the return of these two out- 


quantity that makes it possible to say “yes” to eager 


ELASTIC: These finishes withstand ex- 
customers. pansion and contraction—are ex- 


tremely durable— downrighttough 


—withstand rain, snow, even 


Better-than-before quality, we say, for our Devoe Jab- oo 
oratories worked night and day throughout the war 
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defied sun, wind, rain in all climates, under all con- tian ae ee 


ditions. Out of this research and experience now come 
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accentuated by depth of film. 


in post-war products. 


Among the first Devoe products to come to you with 
QUICK DRYING: Meets today's fast tem- 
po. Rapidly becomes dust-free, 


thus giving added insurance to 
beauty of finish. Tops for youthful 


faction plus—are these two famous finishes. Stock them = cme cimatiibaca tiers. 


this quality p/ws—that makes for sales p/us and satis- 


. display them... let your customers know that 


UNUSUAL OPACITY: Exceptional 
7 hiding quality. 


you again have their favorite finishes: DEVOE Floor 5 
& Deck Enamel and Mirrolac Enamel. 


ks DEVOE PAINT 
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“Pledge of Service” contains the 
phrase “within the scope of my 
ability and resources,” which gives 
absolute and complete flexibility in 
terms of operation. 

One of the problems constantly 
coming to the fore in connection 
with adoption of the platform con- 
cerned dealer-contractor relations, 
some expressing the thought ad- 
herence to the pledge may force 
them into the contracting business. 
There are nine variable ways in 
which a dealer can control the con- 
sumer sale under this platform 
and still avoid taking the final 
contract for labor: 

1. Turn the prospect over to a 
contractor. 

2. Sell the contract for the con- 
tractor but let him do the signing. 

3. Have a three-party contract— 
dealer, contractor and owner. 

4. Organize the sale and let the 
consumer or architect do the con- 
tracting or sub-contracting. 

5. Dealer contract separately for 
the materials and owner sub-con- 
tract other items. 

6. Dealer may contract sepa- 
rately with the contractor for la- 
bor or supervisiion. 

7. Have a pre-determined con- 
tract price for all packages which 
a certain group of contractor-con- 
sumers of the dealer have agreed to 
accept. 

8. Take a contractor, or contrac- 
tors into partnership. 

9. Organize a separate contract- 
ing company. 

The platform should not antag- 
onize contractors because all con- 
struction involves selling and if the 
dealer spends his money to do this 
job, he is doing it for the contrac- 
tor. No construction jobs can pro- 
ceed without contract supervision 
and selling more jobs should earn 
the good will of contractors rather 
than antagonize them. 

The offices of the National Retail 
Lumber Dealers association will 
use this “Pledge of Service” in 
publicizing the retail lumber and 
building material industry to the 
public, manufacturers and govern- 
ment. Individual dealers may also 
use the platform as their pledge 
of service to their community and 
as the basis for a publicity and ad- 
vertising campaign designed to 
convince their trade area consumers 
that the lumber dealer is the first 
man to see for construction ma- 
terials and service on building. 

With an infinite variety of firms 
and agencies sniping away at the 
building material business in an 
effort to get a toe-hold during the 
coming years, along with all the 


50 











4 * ¥* PLEDGE OF SERVICE ¥ * + 


In recognition of this Organization’s responsibility to the community and the Country, 
te promote the welfare of the people and full employment to all citizens. 








(Name of Company) 





(Town) (County) (State) 


within the scope of its ability and resources, subscribes to the following: 


PLATFORM OF SERVICE 
A. MAINTAIN BUILDING INFORMATION HEADQUARTERS 


Té maintain a construction sales and service center with adequate inventories 
and displays of counter and warehouse merchandise concerned with construction. 


B. INTEGRATE MATERIAL AND EQUIPMENT UNITS 


To integrate the elements which make up construction service packages such 
as land, materials, equipment, design, fabrication, finance and utilities, so that 
the public will be afforded an opportunity to buy under centralized sales and 
service responsibility the complete building package, installed or erected, ready 
to use, at a predetermined price. 


C. COORDINATE ALL BUILDING SERVICE ELEMENTS 


To coordinate the services of architects, builders, sub-contractors, mechanics, 
building finance agencies, producers and realtors, so that the public will receive- 
the latest authentic information and guidance from these associates, who will 
qlso provide the expert skill to design, ble, install, fabricate and deliver 
packages of building service. 


FURTHERMORE this Organization Pledges . . . 
1. TO PROSPECTIVE HOME OWNERS— 


A complete service with that quality in design, materials, construction and 
financing which will assure: the maximum in health, comfort, convenience, beauty, 
durability and low cost maintenance. 


2. TO ALL PROPERTY OWNERS— 


A complete service on repair, maintenance, remodeling, improvements and addi- 
tions, including the workmanship of specially trained mechanics. 


3. TO FARMERS IN THIS AREA— 


A complete farm building service which will bring modern comforts and 
conveniences to the farm home, will provide for adequate shelter and increased 
productivity of livestock, and will conserve produce through modern storage 
facilities. 


4. TO INDUSTRIAL AND COMMERCIAL BUYERS— 


A complete line of materials and services for repairs, construction, mainte- 
nance and industrial uses. 


5. TO ARCHITECTS, CONTRACTORS, REALTORS, AND FINANCE AGENCIES— 


A central sales headquarters with sales leadership, adequate sales promotion 
and year-round creative selling to the end that the maximum attainable volume 
of construction will be developed to employ their services. 


6. TO MANUFACTURERS AND SUPPLIERS— 


Full cooperation in maintaining adequate inventories, suitable. displays and 
effective merchandising to the end that this trading area shall provide them an 
adequate volume of annual consumption of their products. 





7. TO ALL EMPLOYEES— 


Good working conditions, steady employment, income incentives together with 
thorough training and ample opportunity for advancement and increased 
earnings. 


8. TO THE UNITED STATES OF AMERICA— 


To take full part in the perpetuation of the freed of business enterprise 
which has made America great—a nation of home owners. 














high-pressured campaigning to be judged by the manner in which 


done by all phases of industry com- _he serves his customers. The ver- 
peting for consumer dollars, the dict will determine whether he 1s 
retail lumber and building mate- entitled to keep the position he has 


rial dealer is on trial as he has held for generations in the building 
never been before. He will be industry. 


November 10, 1945, AMERICAN LUMBERMAN 























A low cost Reflective Insulation with many plus 
advantages that opens new markets for you... 


LOW IN COST — Only $20.00 for 
sidewall insulation in the average 
new 5-room home. 


MORE COMFORT IN WINTER — 
Heat is reflected in. 


MORE COMFORT IN SUMMER — 
The same reflective principle that saves 
fuel in winter keeps homes cooler in 
summer. 


EFFECTIVE MOISTURE-VAPOR BAR- 
RIER—Prevents passage of moisture- 
vapor into structural materials. 





Never before has so little money purchased so 
much insulating value. SISALATION pro- 
vides effective insulation, plus important pro- 
tective advantages for little more than the 
cost of good building paper. 


Sell SISALATION for all low-cost homes — 
but every home — small or large — old or 
new—should have SISALATION protection. 





















STOPS WIND AND WEATHER — 
SISALATION gives Sisalkraft side- 
wall protection against wind and 
weather. 


SEALS OUT DIRT — SISALATION 
helps keep homes cleaner . . . a bar- 
tier against dust and dirt. 


TOUGH AND STRONG — Sisalkraft 
reenforcement of SISALATION in- 
sures intact application. 


YEAR-IN and YEAR-OUT PROTEC- 
TION — SISALATION has long life! 
Its low first cost is the last. 


SISALATION is saleable all the year around 
—for new homes, as added insulation for old 
ones. Supported with national advertising 
and cooperation with dealers, SISALATION 
opens up a big market . . . an insulation mar- 
ket that has never existed in the past. You can 


sell it with confidence! 





Ah Powten-al SISALKRAFT 





















The SISALKRAFT Co., Dept. AL, 205 W. ers Drive, Chicago 6, Illinois g 
Please send me samples together with complete information on SISALATION. g 
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H. R. Northup Announces Lumber 
Dealer’s Paint Program for 1946 





The following are excerpts 
taken from a speech made by 
H. R. Northup to members of 
the N.P.V.L. in their recent 1945 
convention-at-home. Subject of 
the address was “Lumber and 
Building Material Dealers Plan 
Six-point Program to Promote 
Paint Products.” 





O MATTER WHICH UNFA- 
MILIAR bypath lumber and 
building material dealers 

were forced to follow, there is one 
source of materials they can well 
remember as having never failed. 
Paint manufacturers, cut off from 
source after source of the usual 
materials in their formulas, 
matched necessity with versatility 
and came up time and again with 
materials and formulas that 
equalled or bettered those that 
were abandoned. 

The combination of paint manu- 
facturers’ ingenuity and the lum- 
ber dealers’ dire necessity to have 
something to sell may be respon- 
sible for the present day lumber 
dealers’ receptivity to the idea of 
atually merchandising paint. 

A recent nation-wide survey 
shows that over 75 percent of the 
lumber dealers in this country plan 
to remodel their yards. This re- 
modeling in most instances not 
only includes modern yard layout 
and methods of handling material, 
but also includes larger and better 
display rooms. Although lumber 
dealers are inevitably tied to a 
wharf or railroad siding in order 
to handle heavy materials eco- 
nomically, their plans for remodel- 
ing and merchandising contemplate 
in many cases the opening of a 
downtown display store where 
over-the-counter merchandise 
means paint and other items easily 
carried home by the customer. 


Trend Is Toward Merchandising 

Recently a national journal in the 
field took a poll of the lines and 
services lumber dealers planned to 
add to their establishments. Floor 
sanding machines ranked high on 
that list. It appears that this 
move augurs well for the varnish 
sales lumber dealers will make. 
The establishment of a floor sand- 
ing service certainly should be 
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Secretary of the National Retail Lumber Dealers 


Association “addresses” the National Paint, Varnish 


& Lacquer Association through the mails. 








coupled with a stock of stains, var- 
nishes and floor finishing materials. 

Paint spraying equipment is 
making its appearance more and 
more in lumber yards where port- 
able farm buildings are an impor- 
tant part of the business. 

Although 76 percent of the lum- 
ber dealers in the United States 
are already selling paint products 
over the counter, the above men- 
tioned facilities make it apparent 
that lumber dealers are putting 
themselves in a position to mer- 
chandise rather than merely han- 
dle paint. 

Two promotions created by the 
National Retail Lumber Dealers as- 
sociation for local lumber dealer 
use have already been functioning, 
and inherent in these promotions 
are mediums of creating a market 
for paint. These are the lumber 
dealer’s Advertising May Service 
and the Home Planners’ Institute 
public relations program. 

Dealers Like to Handle Paint 

Three clip sheets have been is- 
sued since the mat service was in- 
augurated last March. Approxi- 
mately one cut out of each nine mat 
ads offered was designed around 
the subject of paint. There have 
been two ads on interior decorating 
with paint, two general ads on 
paint, three ads on using exterior 
paint, one ad on painting furniture 
and one ad on using water-thinned 
paint in guest rooms, recreation 
rooms and similar informal areas. 
These nine advertisements were 
prepared under the direction of the 
National Retail Lumber Dealers as- 
sociation. Designed exclusively for 
lumber dealer use and sales meth- 
ods, these newspaper ads met with 
ready acceptance. 

Out of an average of 27 different 
kinds of ads in each mat service, 
paint advertisements ranked with 
dealers in popularity as high as 
second, third and fourth and never 
dropped below fifteenth place. Lit- 
erally hundreds of mats advertising 
paint were sold to lumber dealers. 


Six clip sheets of newspaper adver- 
tising mats will be offered to lum- 
ber dealers in 1946 and paint ads in 
both the farm field and the home 
field have been planned so that the 
advertising service will cover the 
complete line of paints, varnishes, 
enamels and lacquers generally car- 
ried by lumber dealers. 

The Home Planners’ Institute 
program sponsored by the National 
Retail Lumber Dealers’ association 
was designed to enable communities 
of all sizes to carry out local home 
building programs, under the local 
sponsorship of industry committees 
who would institute a lecture course 
for prospective home buyers. Lack 
of adequate authoritative informa- 
tion on home building at the com- 
munity level had retarded the de- 
velopment of Home Planners’ In- 
stitute which a home-hungry public 
was demanding. 

The National Retail Lumber 
Dealers association, with the help 
and guidance of 29 other national 
associations, including the National 
Paint, Varnish and Lacquer asso- 
ciation, developed 42 lectures, cov- 
ering all phases of the home build- 
ing field and brought them together 
in the form of a book or manual. 
Information on how to promote a 
Home Planners’ Institute was in- 
cluded in the manual and the en- 
tire book was sold to committees in 
various cities throughout the 
United States. 


Interest in Color and Paint 


The 12-page illustrated lecture on 
paint products prepared by the Na- 
tional Paint, Varnish and Lacquer 
association as a part of the manual 
has been in use in the Home Plan- 
ners’ Institutes known to be oper- 
ating in 138 cities. Every indica- 
tion now points to the fact that 
there are probably 300 Home Plan- 
ners’ Institutes now operating in 
the country, although many who 
have just started in October have 
not been heard from. 


A survey made last summer 
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with a Kimpreg Surface 


A revolutionary new alloy-like material 
is achieved by fusing to plywood’s sur- 
face a cured plastic skin of KIMPREG. This 
resultant material is not a plywood in the 
ordinary sense, not a conventional plas- 
tic laminate. It is a brand new, better 
structural medium with countless appli- 
cations in many products — including, very 
probably, those you plan for post-war 
production. 


_ With Kimprec, plywood is converted 
into an improved substance which can be 
machined, formed and fastened like ordi- 
nary wood —yet has a plastic’s smooth, 


tough surface and beautiful, permanent, 
paintless finish. 

Kimprec adds the following advantages 
to plywood: 1) increases durability and 
flexural strength; 2) provides resistance to 
moisture and vapor; 3) armor-plates 
against extreme pst ond 4) diminishes 
grain-raising effects; 5) makes the material 
scuffproof, splinterproof, snag-resistant; 
6) affords a stainproof, Por “wipe 
clean” surface; 7) creates resistance to 
chemical action, decay, temperature-ex- 
tremes, fire, vermin, and mold. Moreover, 
it is warm to the touch, does not have 
the chill ‘“‘feel” of metal surfaces. 


SOPHO SEEHHEH OSHS SHHEHHOH OH OH OHHHOHHSHHOHHHOEHEOHSHOHHHHHOHOOHHHOHHHHHEHOHHOHHHSEHHHOEES 


‘ 











wu YOur product can be improved 


Used for airborne “‘pre-fab” huts, glass- 
smooth tables for packing parachutes, 
water- proof ammunition boxes and 
scores of other uses, KIMPREG has distin- 
guished itself on the vigorous proving- 
ground of wartime. Soon it will be offered 
in a variety of appealing hues. 

Now is the time to investigate the pos- 
sibilities of KIMPREG-surfaced materials for 
your peacetime requirements. 


Write us for further information and 
names of those plywood manufacturers 
who are currently using KIMPREG plastic 
surfacing material. 





* 
TRADE MARK 


REG. U.S. PAT. OFF. 


impreg 
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Send Coupon for FREE KIMPREG Book to: Kimberly-Clark Corporation, Neenah, Wisconsin 
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and on the wall above the desk. 
This sales office is located close to 
one of the entrances, but the traffic 
is so arranged that a person nat- 
urally finds himself wandering 
through the rest of the store. 
























































Modern Merchandising Demands 
Better Store Design | 


(Continued from page 46) 


Other over-the-counter merchan- 
dise such as paint and hardware 
is sold by the personnel in the sales 
office as these counters are con- 
tinuous. 

Naturally in a store of this size 
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COMPLETE WAREHOUSE STOCKS & oN 


© KANSAS CITY 
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bending every effort toward the resumption of our normal business— 


+ 
4 
j With Douglas Fir Plywood released from W. P. B. restrictions, we are 
| serving the many dealers who look to PAMUDO for their plywood 


However, before a full-scale normal production of plywood will be avail- 
able, improvement must come in the present labor and log situation. When 
this is accomplished, and we hope it will come soon, we will be in position 
to service all your requirements—both from warehouse stocks and car- 
loads direct from the mills—as in the years before the war. 


Meanwhile, we are building up our stocks of plywood at the various 
branch warehouses as rapidly as conditions permit, and we suggest you 
keep in touch with our nearest branch so as to obtain the items you need 


In this way we feel the best interests of the trade can be served, at least 
until such time as our production increases and gives us greater freedom 
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the flexibility must be great, as the 
seasonal variation in the goods on 
display will have different require- 
ments from time to time. 


All displays throughout the store 
must be arranged with visibility 
from the street in mind. The dis- 
plays may be set at angles, but 
should have a unity throughout the 
store. It is necessary to have such 
a design well worked out, other- 
wise the interior becomes a hodge- 
podge. Color must be carefully 
used to attain this unity, and light- 
ing would play a great part in 
eliminating confusing shadows and 
dark corners. 


Of course, one of the important 
parts of a design of a store build- 
ing is the identification. People 
should instinctively think of the 
name of your business when think- 
ing of your store. They should not 
say “that lumber yard store down 
on Vine Street.” They should say 
“Jones’ Lumber Store.” Many 
signs plastered all over in every 
direction will do little in making 
this possible. One, two, or three 
well placed signs of dramatic value 
must be used. The sign shown on 
this particular design is formed of 
block letters hanging from the 
soffit of the projecting overhang. 
With a comparatively high ceiling 
and complete open front it is also 
very practical to have a large sign 
inside the show windows. It is, of 
course, perfectly visible from the 
street, and serves the added pur- 
pose of bringing the eye of the 
passerby into the store, rather 
than arresting it before he looks 
to the inside. 


It would be defeating the pur- 
pose of the open front store if the 
sign were placed on the window 
itself. 


Of course a modern store will 
not only help you to be a better 
merchandiser, but it will also be a 
great morale builder for your 
whole organization. Your office 
help and salesmen will be proud to 
work for such a progressive com- 
pany, and your yard men will take 
a greater interest in their jobs. 


The first step is that of planning. 
Without proper planning the store 
cannot be successful. With proper 
planning the store will be success- 
ful from a merchandising stand- 
point as evidence of your success 
in the business life of the com- 
munity. 
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Many and varied are the wall 
design treatments made possible 
through the use of durable Douglas 
fir plywood. The attractive living- 
dining room above is one architect’s 
conception of the design suggestion 











should be used at top and bottom 
of windows and at top of doors as 
shown in Figures A, C and G. If 
the width of door or window is 
more than four feet, however, do 
net hesitate to place the panels 


No. 8 of a Series 





There are three grades of Douglas fir plywood 





panels made especially for various phases of 
wall construction. PLYWALL is made especi- 
ally for standard wallboard use; PLYPANEL is 
a premium panel used for quality interior 
work; PLYSCORD is a utility panel made for 
wall and roof sheathing. 


detailed at the right—a_ three- horizontally as in Figures B and E. 
Combinations of ver- 
tical and _ horizontal 
arrangements are used 
in the same room with 


pleasing effect. 


Many fine modern 
rooms use beautiful 


Douglas Fir Plywood 
for walls and ceilings 


Simple Suggestions For An 
Attractive Wall Design 
Where special pat- With Ply wood 
terns or patterns made : 
up of small panels are 
panel treatment with the large, 
light, kick-proof plywood panels 

applied horizontally. 


desired, the recommended method 
is to sheath with 5/16” or 3/8” 
Plyscord placed horizontally, then 
apply the finish panels (Plypanel 
or Plywall). For additional tech- 
nical data, see Sweet’s File for 
Architects or write the Douglas 
Fir Plywood Association. 


Several basic principles serve as 
guides in planning walls of Doug- 
las fir plywood. Always start at 
the openings with vertical joints 
and divide the plain wall spaces 
in an orderly pattern for the most 
pleasing effect. Vertical joints 





CAN PLYWOOD BE SPECIFIED NOW 
FOR POSTWAR USES? 

The increased capacity of the industry will make 
MORE Douglas fir plywood available for civilian 
consumption THAN EVER BEFORE, as soon as the 
needs of the armed services lessen or war restrictions 
are lifted. There will be no reconversion delays; the 
same types and grades of Douglas fir plywood that are 
now being made can flow immediately into peace- 
time building and construction. 


DOUGLAS FIR PLYWOOD ASSOCIATION 


Tacoma 2, Washington 
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Complete working blueprints and specifi- 
cations of any house design published in 
this magazine are now available at $5.00 
per set. Two sets of plans for the same 
house are $8.00, three sets $10.00, four 
sets $12.00 when ordered at the same 
time. All the blueprints are in a con- 
venient 12” x 18” size and meet all FHA 
requirements. Please order plans by 
number, enclosing payment, and address 
to American Lumberman, 139 North Clark 
St., Chicago 2, Ill. 
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to take the wraps off stoker franchises 


cs 
a Sure, any franchise offers the possibility of fat profits. Only sometimes 


there’s a difference of opinion over who’s going to do the fattening, 
the dealer or the manufacturer. That’s why we, at Fairbanks-Morse, 
shun the pig-in-the-poke way of doing business and invite every candidate for 


our dealer franchise to take a real look at what he’s getting before he signs anything. 


S We invite him to investigate the prestige value of our 115-year-old name 


and reputation ... and weigh the competitive value of a line big enough 
to help him bid on every type of domestic and commercial installation, 
advanced enough to give him exclusive sales points in connection with each model! 


CS We invite him to satisfy himself concerning our proved record 
for providing experienced engineering help ... and to dig into such concrete 
evidence as that printed below concerning the sales and merchandising 


backing we’re prepared to deliver. 


¥¥ Thus with our franchise, the question of who’s responsible for fattening 
profits is settled long before any commitments are asked or made. 

Why don’t you write or phone today for details and for information 

on whether one of our few remaining dealer openings 
happens to be in your territory? 





A NAME WORTH REMEMBERING 


Fairbanks-Morse Automatic Coal Burners 








THIS MONTH 30 MILLION AMERICAN FAMILIES WILL BE SOLD ON FAIRBANKS-MORSE STOKERS 


When Fairbanks-Morse sets out to gain the 
immediate advantage for its dealers, it doesn't 
fool around. This month, for instance, it is 
turning over to them the sales opportunities 
Created by its hard-hitting campaign in this 
border-to-border list of publications. Check it 
for what it means to you, locally as well as 
nationally, 


Chicago Tribune 

Milwaukee Journal 

Des Moines Register 

St. Louis Post Dispatch 

Kansas City Star 

Omaha World Herald 

Grand Rapids Herald 
Minneapolis Tribune 

Rochester Democrat & Chronicle 
LaCrosse Tribune Leader Press 
Toledo Blade 

Sioux Falls Argus Leader 
Fargo Forum 
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Cedar Rapids Gazette 
Knoxville News Sentinel 
Cleveland Plain Dealer 
Cincinnati Inquirer 
Nashville Tennessean 
Birmingham News & Age-Herald 
Atlanta Journal 

Raleigh News Observer 
Norfolk Ledger Dispatch 
Norfolk Virginia Pilot 
Washington Times Herald 
Philadelphia Inquirer 
Harrisburg News Patriot 


New York Times 

Boston Herald 

Denver Post 

Salt Lake City Tribune 
Boise Statesman 

Seattle Post Intelligencer 
Chattanooga Times 
Duluth News Tribune 

Ft. Wayne Journal Gazette 
Terre Haute Star Tribune 
Beloit, Wisc. News 

Three Rivers, Mich. Commercial 
Freeport Journal Standard 
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A Big Fir on the White River Carriage 


Good logs are the first essential 
in producing good quality lum- 
ber—and White River has ‘em 
—giant Douglas Firs and top 
quality upland Hemlocks—from 
the vast White River timber 
stands. 


White River has plenty of tim- 
ber and plenty of mill capacity. 
Lack of manpower and lack of 
inventory are our current bot- 


| tlenecks. As soon as we solve 
these problems, White River 
| 
| 


service will resume its normal 


stride. os | | 


er RIVER LUMBER CoO., Enumclaw, Wash. 


Since 1896 


WITH SOUTHERN’S TREES GROWING, 
MATURING AND HARVESTED UNDER 
A SUSTAINED YIELD PROGRAM, 
THERE ALWAYS WILL BE. . 











SOUTHERN LUMBER COMPANY "°°: 


Manufacturers of Arkansas Soft Pine and Southern Hardwood Lumber and Flooring 
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INSULATION 


By LLOYD EPPERSON, Superintendent of Construction 
for TRI-STATE THEATRES, Dallas, Texas 





It was Mr. R. B. McLendon, owner and general mana- 
ger of Tri-State Theatres, who first suggested that | use 
Cotton Insulation in the latest addition to his seventeen 
theatres now operating in Texas, Oklahoma and Louisiana. 


Mr. McLendon previously had used Cotton Insulation in 
his own home and had been delighted with it. Frankly, | 
knew little about Cotton Insulation, and had never used 
it, but when the boss talked like that | decided to investi- 
gate. | called the building supply dealer for samples and 
prices and then to satisfy my own mind, | had him make 
the fire-test. The insulation wouldn't burn. We wet it and 
dried it out. It came back fluffy. We compressed it by 
rolling it tight. When released it came back to its original 
thickness. It looked O.K. to me. 


In my experience, and | venture to say it is true with 
other builders, the handling and applying of insulation 
has been a job that laborers don’t like to tackle a second 
time. You might say it gets under their skin, and if you 
have ever had it shed off on you when you were covered 
with sweat you know what I mean. You itch worse than a 
monkey with the hives. 


Sometimes it gets to fogging around in the air, and 
sets the other workmen on edge. | have seen plasterers 
actually quit the job, gather up their tools and ask for 
their pay on account of it. So, when | learned that Cotton 
Insulation wouldn't sting or cause itching from handling, 
and that everyone could go right on working without the 
slightest discomfort, we bought it. 


While the lathers were working ahead of the applica- 
tors of the insulation, the plasterers were following right 
in behind laying on the cement. | had all three jobs going 
at the same time smooth as clock-work, and there was no 
complaint from any of the labor. | noticed, too, there was 
no “sluffing off” on the job with this Insulation. 

It may be a little late to wait until you have used the 
product to read its advertising, but | didn’t get hold of 
the booklet “Cotton Insulation” until the job was finished. 
After reading it, I'll say that if all the advantages the 
booklet claims for Cotton Insulation are as true as the one 
on ease of handling, they've really got something. 


Bs 
Coro, 
LOSuley Ny 








SEND FOR YOUR COPY of this booklet giving 
the amazing results of comparative tests made 
by the government on Cotton Insulation and 
ten other types. Write today for your free copy 
of “Cotton Insulation”. Address: 


NATIONAL COTTON COUNCIL 
Memphis |, Tennessee P. O. Box 18, Dept. 73 
NATIONAL COTTON COUNCIL OF AMERICA 
COTTON INSULATION ASSOCIATION 
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Important to Your Customers... 
DOUBLY Important to Zace/ 


For years R-V-LITE advertising has been building up a con- 
vincing background for your every selling effort. Millions have 
read the R-V-LITE story in national publications . . . heard it over 
the radio . . . seen it on point-of-sale displays. Countless 
numbers have bought. Thousands upon thousands are satisfied 
repeat customers. Your opportunity to build volume sales and 
worthwhile profits. 


R-V-LITE 
ON THE FARM 


Widely used for poultry, 
brooder and hog houses, 
hot and cold bed frames, 
farm buildings, cribs, tool 
and storage sheds, etc. 


R-V-LITE 
IN THE HOME 


Unequalled for sunporches, 
nurseries, playrooms, work- 
shops, attics, basements, 
storm doors and windows. 
Many other uses. 


R-V-LITE 
IN THE STORE 
& FACTORY 


Economical and effective 
for windows, skylights and 
partitions for factories, 


shops and field offices. 


Handled by Better Jobbers Everywhere! 
A sure post-war bet. . R-V-TEX . . Watch for it! 3 
Uy 


ARVEY CORPORATION Goes 


Exclusive Manufacturers of R-V LITE 
Chicago 18, Ill. 





3472 N. Kimball Ave. 





Gray and Palmer 
Discuss Responsibities 
(Continued from Page 44) 


fact is that these all-important 
training programs are being under- 
taken in an increasing number of 
communities throughout the coun- 
try and in all trades.” 


Contractors’ Responsibilities 

Speaking for the general con- 
tractor, Edward P. Palmer, presi- 
dent of Senior and Palmer, New 
York, and former president of the 
Associated General Contractors of 
America, stressed the fact that the 
contractor, along with the architect 
and the engineer, deals directly 
with the owner-builder. He pointed 
out that: 

“It is the general contractor to 
whom the owner looks for high 
quality and low cost. He is the 
purchasing agent for the clients of 
the industry. In performing this 
function he is sometimes obliged to 
take actions which result in his be- 
ing called a chiseler, a bid-shopper, 
and even more pungent names. 

“The question arises, if the 
countless demands for construction 
by converted into actual contracts, 
can we contractors do the job? In 
order to obtain an answer to this 
question, which has been asked in 
Congress, the Associated General 
Contractors conducted a_ survey. 
This survey assumed that within a 
year these demands will crystallize 
into actual contracts at the rate of 
12 billion dollars per year. 

“The results of the survey are re- 
assuring. It shows that most con- 
tractors can handle a larger volume 
of construction with their pres- 
ent managerial organization and 
equipment. For this reason, the 
association’s conclusion is that the 
anticipated demands can be met. 
This conclusion, of course, assumes 
that labor and material can be made 
available. 





A. H. Ferguson Tells of 
Financing Institutions 
Responsibilities 





Abner H. Ferguson, former Fed- 
eral Housing Administrator, spoke 
of the difficulty of meeting an ab- 
normal housing demand and at the 
same time keeping the national 
economy in balance. He told the 
conference that: 

“We have present today all the 
factors that go to make up a mighty 
building boom in the construction 
industry. The building of both 
houses and commercial structures 
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has been laid aside during the war 
except for such construction as was 
necessary for the war. In the hous- 
ing field there are now many new 
families started in the last few 
years and those who have been com- 
pelled to double up. Our problem 
is to take care of this abnormal de- 
mand and at the same time to keep 
the national economy sound and on 
an even keel. 

“It does not seem that it will be 
possible to get new construction un- 
der way quickly enough or in suffi- 
cient volume to bring prices down 
through the operation of the forces 
of supply and demand. As a result, 
there is now an inflationary threat 
over the whole real estate market. 

“We all know that the only way 
permanently to curb inflation in 
construction — especially housing 
construction—is to build more and 
more units until there is a balance 
between supply and demand. In 
order to get this new construction 
started it is necessary to get build- 
ers interested in building, and in 
order to get them interested it is 
necessary for the government by 
sound and incentive fiscal policies 
to create an economic climate in 
which they may live and operate 
with confidence and reasonable as- 
surance in the future.” 

Other Speakers Complete Program 

Other speakers on the C.I.A.C. 
program included John L. Haynes, 
director of the recently organized 
Construction Division, Bureau of 
Foreign and Domestic Commerce; 
Earl O. Shreve, vice president of 
the General Electric Company, New 
York, and member of the board of 
directors of the United States 
Chamber of Commerce, and Joseph 
E. Merrion, president of the Na- 
tional Association of Home Build- 


Chamber of Commerce Help 

Haynes presented current infor- 
mation about bottlenecks, probable 
supplies, construction costs and ob- 
solete building codes. Shreve stated 
that the National Chamber of Com- 
merce had formed the C.I.A.C. be- 
cause the industry is composed of 
diverse elements in need of a com- 
mon meeting ground; because it is 
a tremendous industry occupying a 
key position in the nation’s eco- 
nomic pattern, and to prepare the 
industry to share in the coming 
labor-management conference to be 
held soon in Washington. 

Merrion commented that the pre- 
vious statement that the OWMR 
would not initiate legislation to 
place price controls on finished 
houses gives the National Associa- 
tion of Home Builders “a tremen- 
dous lot of encouragement.” 


Northup Gives '46 
Paint Program 
(Continued from Page 52) 


about the then known 128 Home 
Planner’s Institutes showed a tre- 
mendous interest in color and paint, 
although no specific mention of 
paint had been included in the 
questionnaire. The average H.P.I. 
audience numbered 325 home build- 
ing prospects. Audience reaction 
indicated that the subject of deco- 
ration held high appeal. In the Pa- 
cific area, color styling and decora- 
tion ranked fourth in_ interest. 
While this subject did not rank 
quite as high in other areas of the 
country, kitchen planning and 
decoration (the one room in which 
paint is almost invariably used) 
placed first so far as a room topic 
was concerned in every instance. 

One of the questions frequently 
asked at local institute meetings 
clearly showed the average citizen’s 
concern about the quality of paint. 
For example, among the questions 
often asked of speakers, are these: 
“With wartime material shortages, 
is paint as good now as it used to 
be,” and “Can I rely upon the qual- 
ity of paint in the immediate post- 
war period?’ Fortunately, with the 
background of material at the dis- 
posal of local H.P.I. committees 
these questions could always be 
answered in the affirmative. 

How far Home Planners’ Insti- 
tutes will go in the postwar period, 
no one can say. There have been 
some reports of communities which 
have cancelled projected Home 
Planners’ Institutes. On the other 
hand, many communities which 
have already conducted one insti- 
tute are now conducting a second 
course of lectures. One optimistic 
index to the future of the Home 
Planners’ Institute idea is the fact 
that manuals are still being sold to 
interested communities. Wherever 
homes are built, lumber dealers sell 
materials—and paint. 

The entire public relations and 
promotion program I have outlined 
here will be tied together through 
a Pledge of Service plan, imple- 
mented by a Building Headquarters 
and publicity program. Building 
Headquarters—Information—Serv- 
ices—Materials: this will be the as- 
sociation’s new slogan. 

The lumber dealer has emerged 
from the war in a stronger posi- 
tion than ever. He will not be go- 
ing into the postwar era, however. 
without being informed and ade- 
quately armed with promotional 
artillery. 
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Sales Office: 
542-543 
du Pont Building 
Miami 6, Florida 
P. O. Box 1054 
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PATENT INSERTED TOOTH GROOVER « ' PIRTHITE TIPPED SAW FIRTHITE TIPPED SAW 
Firthite Tipped Inserts inserted Type, for Wood Solid Type, for Wood 


LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Firthite Tipped Saws made by Huther Bros. Saw Mfg. Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 


Co. are made to stand hard service and are, there- Huther Bros. have long taken special pride in the 
fore, long-lived Saws insuring long-run economy to the quality of their manufacture, and the service and 
user. These saws are used for cutting hard Masonite, satisfaction all Huther Bros. saws give the customer. 


Write for Huther Bros. Catalog No. 60 


- HUTHER BROS. SAW MFG. CO., Rochester, New York 
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J. B. Wade, Hardwood Mill Foreman, 
Louisiana Central Lumber Co., since 1906. 


ESSCO Will Take The ‘Con’ 
Out of “"Re-Conversion’ 


Exchange Sawmills Sales Company been impaired—they have been just 
does not have to add any “if’,“and”, as carefully supervised as ever by 
“but”, or “maybe” to its pledge of experienced, able men such as John 
prompt delivery of high qualitylum- B.Wade, above, who has been Hard- 
ber to ESSCO dealers assoonas war wood Sawmill Foreman of Louisi- 
commitments are fulfilled. Here at ana Central Lumber Company for 
ESSCO, switching to productionfor nearly forty years. 

civilian needs will not be a question Adequate supplies of timber, care- 
of re-conversion but simple rever- ful and exacting lumber production, 
sion to long-established and steadily prompt delivery and service are 
improved practices. Throughout the standard with ESSCO for years be- 
war years the high standards of fore the war... during the war... 
ESSCO lumber production have not and in the peace years to come. 


F XCHANGE SAWMILLS SaLeEs Co. 


1111 R. A. LONG BUILDING KANSAS CITY 6, MISSOURI 
Southern Pine ° Southern Hardwoods e Ponderosa Pine ’ West Coast Woods 










Trade-Mark Reg. U.S. Pat. Office 


End-Lokt lumber offers 12 advantages. Here is... 
N o End-Lokt lumber saves the extra cost and waste involved in diag- 
* 









onal sheathing, sub-flooring and roof decking. Any piece sawed off 
can be used as the starter for the next run. 
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Producers’ Council Meeting 
Probes Outlook for 1946 


The supply of building materials 
and equipment next year should be 
sufficient to permit the volume of 
new construction to exceed $7 bil- 
lion provided production is not un- 
duly delayed by wage and pricing 
problems, according to a statement 
made by James W. Follin, manag- 
ing director, Producer’s Council, at 
the opening of the organization’s 
three-day meeting in Cleveland, 
Nov. 7. 


“Barring unexpected  develop- 
ments,” he said, “most of the cur- 
rent shortages in materials and 
equipment will be overcome by or 
before April 1, 1946, when building 
is expected to get under way on a 
large scale... . The products which 
probably will not be in production 
at the 1940 rate within six months 
are stock millwork, major electrical 
appliances, enameled-ware plumb- 
ing fixtures, and boilers and radi- 
tors... . . However the outlook for 
new housing is not too discourag- 
ing, provided the lumber industry 
can give special consideration to the 
lumber requirements of millwork 
manufacturers, and . . . inasmuch 
as plumbing fixtures, heating equip- 
ment and household appliances need 
not be installed until new dwellings 
are near completion, the fact that 
these items will require a somewhat 
longer time than other products to 
reach the 1940 production rate 
should not seriously delay residen- 
tial construction.” 

George W. West, chairman, Con- 
struction and Civic Development de- 
partment, U. S. Chamber of Com- 
merce, said at the meeting that the 
recent formation of the Construc- 
tion Industry Advisory council in 
Washington, on which nearly 100 
trade and professional organiza- 
tions are represented, means the 
nation’s second largest industry for 
the first time is organized to meet 
its complex problems with unity of 
action and purpose. 


Close cooperation between archi- 
tects and building product manu- 
facturers, as a means of speeding 
up the acceptance and use of new 
materials and equipment and of re- 
ducing construction costs, was pro- 
posed at the meeting by James R. 
Edmunds Jr., president, American 
Institute of Architects. 


“It is particularly necessary that 
manufacturers use every available 
means of informing architects 
about the characteristics of their 
building products,” Mr. Edmunds 
said. “To assist manufacturers in 
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providing this information, the 
AIA proposes to add a research and 
educational director to its staff. 
This director will inaugurate some 
form of a technical publication for 
architects which will carry in- 
terpretations of tests and new de- 
velopments in construction materi- 
als and methods wherever they can 
be derived from reliable sources.” 

Chris L. Christensen, chairman, 
Farm Buildings committee, Produc- 
ers Council, stated the nation’s 
farmers are expected to spend near- 
ly $2.5 billion for new buildings 
and other construction during the 
next six years. “The farm market 
for building products has never 
been as strong as it is today,” he 
said. 

In other addresses at the meet- 
ing, Joseph E. Merrion, president, 
National Association of Home 
Builders, said the nation’s home 
builders are pledged to hold the line 
on prices of new homes as a means 
of preventing inflation; and L. C. 
Hart, president, Producers’ Council, 
said if the construction industry is 
to attain real success in its cam- 
paign to hold the line on building 
prices and insure maximum volume 
of building in the future, industry 
members in every major community 
must coordinate their efforts more 
effectively than they ever have in 
the past. 

“The critical problems which con- 
front the building industry in the 
immediate future require complete 
unity of planning and action and 
can not be left to the initiative of 
a few individuals,” Mr. Hart said. 
“The Producers’ Council will lend 
its full support to the formation of 
local industry groups to meet this 
need.” 
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In your store or “on the job” for selling homeowners, builders and architects, 
the new No. 500 Amerock Demonstrator serves “double duty” to make more cabinet 
hardware profits. Separable mounting hinges fasten Demonstrator securely to store 
wall or post yet permit instant removal to use on counter, in window or to take 
along on outside calls. Ask your jobber or send coupon for details. 


AMERICAN CABINET HARDWARE CORP. 


GENUINE 


ROCKFORD A meroc PLLEINOIS 


PRODUCTS 








AMERICAN CABINET HARDWARE CORP., ROCKFORD, ILL., DEPT. 1-N 
Please rush color illustration and full information on new No. 500 Demonstrator. 
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ADDRESS 





: CITY STATE. 
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The Name 
Booth- Kelly 
Stands for Quality 





Booth-Kelly has been pro- 
ducing quality Douglas Fir 
lumber and timbers since 
1898—47 years. 


Thousands of dealers 
have come to know and re- 
ly on this company’s prod- 
ucts. Many have sold Booth- 
Kelly old-growth Douglas 
Fir products for nearly two 
generations. 


RRA 


DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, etc. 


We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


BoothiAtell 


TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
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OPA Denies Request for 
8 Percent Mill Mark-Up 


The Office of Price Administra- 
tion announced Nov. 13 that it had 
denied the request for a mark-up 
on mill ceilings of 8 _ percent. 
Wholesalers asked permission to 
add the 8 percent to mill prices and 
let it be absorbed by retailers. The 
wholesalers contended such a mark- 
up would result in better distribu- 
tion of lumber to smaller retailers. 
They contended large line yards 
were able to hire buyers to go out 
to the mills and obtain lumber, 
leaving none to be distributed to 
the smaller yards who could not af- 
ford such buyers, and with the 8 
percent mark-up the wholesalers 
could better serve the smaller re- 
tailers. 

The OPA Retail Lumber Indus- 
try Advisory committee and a large 
group of retailers, however, con- 
tended that retailers could not af- 
ford to absorb the requested 8 per- 
cent mark-up. Retailers argued 
that any increase they would have 
to pay, either in the form of a 
wholesale mark-up or a higher price 
to the mill, would have to be passed 
on to the consumer. 

Denying the request, OPA said 
there was merit in the contention 
of retailers that such an increase 
in price would have to be passed 
on to consumers sooner or later, 
and that better distribution would 
not be accomplished. 

The principal difficulty with the 
distribution of lumber today, OPA 
said, is not in mark-ups or lack of 
mark-ups, but in the fact there is a 
short supply and not enough to go 
around. OPA added that the ex- 
perience in Southern pine, in spite 
of a special mark-up for whole- 
salers in that species, indicates that 
small yards are in just as short 
supply of Southern pine as they are 
in other species. 

OPA said it has been the usual 
practice for mills to pay wholesal- 
ers a discount from the mill prices, 


and to consider the wholesaler as 
rendering a service to the mill 
rather than to the buyer in assur- 
ing proper distribution of supply 
to both big and small retail yards. 

This decision does not affect for- 
mal protest proceedings now pend- 
ing before OPA, the agency added. 





Still delayed because of the print- 
ers’ strike, the editors have made 
every effort to keep the news on 
these pages up-to-date, and are pre- 
senting here the latest news as of 
press day. The editors hope to be 
back on schedule with the first De- 
cember issue. 





Flat Pricing of Hard Building 
Materials Begun in Region VI 


Flat pricing of certain hard 
building materials started in the 
10 district cities of OPA region 
VI recently with trade meetings of 
all sellers of these materials, Rae 
E. Walters, Chicago, regional ad- 
ministrator, announced. 

OPA district price specialists and 
economists outlined to dealers the 
objectives of the program, and dis- 
cussed with the trade the list of 
commodities to be included in the 
area orders, the rough outlines of 
areas to be covered, and trade prac- 
tices. 

On Nov. 23, dollar-and-cent 
prices for the area will be pre- 
sented to the sellers at a second 
meeting. Each district director will 
issue a flat pricing order on hard 
building materials for the area, 
and the order will become effective 
a week later, Nov. 30. 

District cities include Des 
Moines, Iowa; Fargo, N. D.; Green 
Bay, Wis.; Omaha, Neb.; Peoria, 
Ill.; St. Paul, Minn.; Sioux Falls, 
S. D.; Springfield, Il].; and Chi- 
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cago, which will issue its metro- 
politan area order Nov. 30. 

Price tables will be posted in 
price control boards, lumber yards, 
building materials yards, hardware 
stores, and other places where hard 
pbuilding materials are sold. Area 
prices will be established for other 
cities of the region during the 
months ahead, OPA said. 

“The flat pricing of building ma- 
terials, and later of lumber, is the 
keystone of the price control pro- 
gram,” said Edwin L. Burt, re- 
gional building materials specialist. 


New Pricing Method Named for 
Essential Building Materials 

To simplify and speed the pric- 
ing of some essential building ma- 
terials in localities where construc- 
tion is about to be resumed, Office 
of Price Administration regional 
administrators may authorize dis- 
trict directors to establish uniform 
dollar - and -cent community - wide 
ceiling prices on those goods, OPA 
has said. 

In this action, effective Nov. 5, 
OPA authorized regional adminis- 
trators to re-delegate to district di- 
rectors the job of fixing commu- 
nity ceilings on selected building 
materials. In two actions to be is- 
sued shortly, the authority will be 
made specific with respect to Doug- 
las fir plywood and doors, stock 
millwork, stock screen goods, me- 
chanical or building equipment and 
some construction: materials. In- 
stallation charges also may receive 
community ceilings, OPA said. 

Community dollar-and-cent ceil- 
ings will reflect the general level of 
prices under the applicable regula- 
tion, which may be freeze prices 
or prices calculated by the seller 
under a formula provided in the 
regulation. 


Texas Ends War with More 
Timber than at Beginning 

Despite four years of heavy timber 
cutting to meet war demands, East 
Texas forests at the end of 1944 
showed more timber volume than in 
1938, W. E. White, director of Texas 
A. & M. eollege forest service, has 
announced. He said he based his 
Statement on reliable statistics he had 
been furnished by the Southern For- 
est Experiment station. 

The standing timber volume in pine 
and hardwood trees of sawlog size at 
the beginning of 1945 stood at 29.3 
billion board feet, a gain of 100 mil- 
lion board feet over the 1938 volume. 

Production of lumber in 1944 fell 
off some from previous years, caused 
by a shortage of labor and equipment. 
This kept the South from meeting war 
demands last year. 
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Make use of all damaged, off-size or scrap lumber. Cut it fast 
and accurately to profitable sizes. The WILSON makes any cut, 
from any angle, to produce sizes and specialties that help you get 
every profit-dollar out of every foot of lumber. You're welcome to 
a FREE demonstration. 


FREE--Send for Lumber Yard BOOK 





A valuable handbook for any 
yard. Photos of the WIL- 
SON ing 
action on has 


@H\LSON 


every page 
—on all 
types of 





ing power- 

house that eats up the 
toughest cutting jobs 
with such adaptability 
you can quickly see that 
every day you operate a 
WILSON you are mak- 
ing big money. Send 
for your copy of FREE 
BOOE now. 


Equirmest Encisccauc Coe. 


Damtaton af Fhe WALL Goytewtns 


Representatives Everywhere 
4722 BROADWAY . KANSAS CITY. MO. 
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American Lumberman Publisher 
Returns from Wartime Career 


Commander Herbert A. Vance 


HERBERT A. VANCE, publish- 

er of AMERICAN LUMBERMAN, 
was back at his old desk in Chicago 
last week, once again directing the 
operations of the leading business 
paper in the lumber and building 
material industry. Thus was re- 
newed a publishing career which 
was interrupted almost three years 
ago. 

The story of that interruption 
is a story of wartime service to 
the nation. It began in February 
1943, when Mr. Vance was commis- 
sioned a lieutenant-commander in 
the United States Naval Reserve 
and placed in charge of the Publi- 
cations Branch of the Bureau of 
Aeronautics. In this capacity he 
was on joint duty with the Chief 
of Naval Operations, performing 
similar functions for the Divisions 
under the Deputy Chief of Naval 
Operations for Air. That he per- 
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Commander Vance back at 
helm of magazine after re- 
lease from navy. Was recom- 
mended for award for out- 
standing service. 


formed those duties well is evi- 
denced by his promotion last spring 
to the rank of full commander. 
In addition, Commander Vance has 
been recommended for award of a 
Letter of Commendation, with Rib- 
bon. 

As head of the Publications 
Branch, Commander Vance was di- 
rected to establish the functions, 
requirements and_ organization 
necessary to meet the technical in- 
formational needs of the naval 
aeronautical organization. He ini- 
tiated, developed and supervised 
the establishment of policies, pro- 
cedures and operations pertaining 
to the procurement, production, 
distribution and dissemination of 
technical data and information re- 
quired by fleet and shore activities 
in operating and maintaining their 
aircraft. 

Early in 1944, Commander 


Vance directed the establishment 
and participated in the organiza- 
tion of aeronautic publications 
centers at all continental major 
naval air stations and with the 
fleet air commands, including those 
in the forward areas. On several 
occasions these duties took him to 
battlefront areas in the Pacific. 

In recommending Commander 
Vance for an award, the Chief of 
the Bureau of Aeronautics sug- 
gested the following statement of 
commendation: “You performed 
duties with extraordinary fore- 
sight, skill and energy. You es- 
tablished the functions, require- 
ments and organization necessary 
to meet the technical information 
needs of naval aviation. In addi- 
tion you contributed your experi- 
ence and knowledge to the estab- 
lishment of aeronautic publications 
centers throughout the naval aero- 
nautic establishment and to the or- 
ganized dissemination of technical 
information to aviation personnel. 
Furthermore, you aided the Navy 
Department Publications Control 
Board through the rendering of ad- 
vice for establishing policies and 
regulations, and through serving 
as a member of the Board. 

“For these outstanding services, 
well beyond the standard normally 
to be expected, you are hereby 
commended and authorized to wear 
the commendation ribbon.” 

Also praised was Commander 
Vance’s consistent encovragement 
of a joint Army-Navy program 
which saved the navy many mil- 
lions of dollars in engineering 
costs and in contractors’ time with 
respect to technical data. 

Justly proud of Commander 
Vance’s war record, the staff of 
American Lumberman is neverthe- 
less glad to have it terminated. 
It’s good to have him back. 


Sept. Retail Lumber Sales 
Rise 19 Percent Above 1944 


Retail sales of lumber and build- 
ing material dealers of the nation 
for September showed ‘a 19 percent 
increase over September of last 
year, but a two percent decrease as 
compared to August of this year. 
The total sales for September 1945 
were $16,943,120, for September, 
1944, $14,286,204, and for August, 
1945, $17,345,857. 

The highest regional sales were 
in the east north central region— 
comprising Ohio, Indiana, Illinois, 
Michigan, and Wisconsin—with to- 
tal sales amounting to $4,747,226, a 
17 percent increase over last year. 

The second highest regional sales 
were in the Pacific area of Wash- 
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CHROMIUM PLATED 
CABINET HARDWARE 





more complete= 
more profitable 
than ever... 
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profit-packed 
assortments 





Available in four “styled to sell” matched sets. 
Four different modern display boards and assort- 
ments in all price ranges. Stock assortments include 
only styles and colors that sell best. Chromium 
Plated items with or without Black or Red trim are 
mounted on display boards. Not necessary to carry 
colors or designs that are “slow sellers.” All items 
individually packed in attractively printed envel- 
opes, cartons of uniform size — neatly labeled. 


Investigate this popular Cabinet Hardware line — 
priced to sell on sight with a big profit margin for 
you. Sales promotion material, trade paper adver- 
tising and direct mail will make this the most pop- 
ular and profitable Cabinet Hardware 
line for you to sell. Send for dealers 
and jobbers catalog folder. 






NATIONAL LOCK COMPANY 


Rockford, Illinois 


Builders Hardware Division 
































STANTON 
DISTRIBUTION 


IN THE WEST 


offers particular 
advantages for 


WOOD PRODUCTS 


For fifty years we have wholesaled 
domestic and imported woods through- 
out America with accent on the west. 
We want new post-war items. 


BUILDING MATERIALS 


In addition to wood products we have 
handled associated materials needed 
in the building trades. Here too we 
can offer organized sales help with 
adequate finances, facilities and space 
for large operations. 


BUILDING SPECIALTIES 


Here we believe the post-war market 
will be particularly receptive. We are 
organizing to meet this need. 














WRITE, 
, WIRE or 
or PHONE 
yor? °°? if you seek 
so st oe adequate 
por” gut?? distribution 
qe in the west. 
on® oo Eugene 
goo Oregon 
agin? Office 


476 E. Broadway 


E. J. STANTON & SON 


INCORPORATED 


2050 East 41st Street 


LOS ANGELES CALIFORNIA 














total sales amounting to $3,711,098, 
a 14 percent increase over 1944. 

The lowest regional sales were 
in the east south central district 
of Kentucky, Tennessee, Alabama 
and Mississippi with total sales 
amounting to $144,958, a 26 per- 
cent increase over last year. 

Texas had the highest sales for 
individual states with a total of 
$1,579,730, a 32 percent increase 
over 1944, and Ohio was second with 
a total of $1,096,894, a 14 percent 
increase over last year. 


TVA Claims Process to Make 
Flooring from Cull Hardwoods 


A process and equipment devel- 
oped by TVA said to produce high 
grade flooring from cull hardwoods 
are being demonstrated to wood 
products manufacturers at an ex- 
perimental plant in Knoxville, Tenn., 
it has been announced. This proj- 
ect, which has been carried through 
the pilot plant stage of experi- 
mental operation, was undertaken 
in 1941 by the TVA “to provide 
a profitable outlet for the enormous 
quantities of low-grade mixed hard- 
woods now standing in Tennessee 
Valley woodlands,” according to 
John P. Ferris, director of TVA’s 
commerce department. 

The flooring material which has 
been developed is called “laminated 
lumber” because it consists of plies 
of wood slats assembled, glued and 
pressed together in a continuous 
operation through a press, for 
which preliminary design and con- 
struction was done under contract 
with the Engineering Experiment 


Station at Georgia School of Tech- 
nology. 


Title | Loans Available for 
Home Repairs, Improvements 


Home owners can now take ad- 
vantage of relaxation of the war- 
time restrictions on construction 
and credit to make long deferred 
repairs and improvements to their 
property, Commissioner Raymond 
M. Foley, Federal Housing Admin- 
istration, has declared. 

FHA-insured Title I loans are 
eligible for financing repairs, ad- 
ditions, alterations and other im- 
provements to the home or any 
other buildings, fences for the yard 
or barnyard, silos and windmills 
for the water system. They are 
personal notes for necessary 
amounts up to $2500 and for terms 
up to three years, repayable in 
equal monthly installments to the 
institution, not to the FHA. 
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Anthracite Forecast in High 
Demand as Home-Heating Fuel 

An exhaustive study and forecast 
of demand for anthracite through 
the year 1950 indicates a high 
overall demand for this and other 
home-heating fuels, “possibly sur- 
passing the previous wartime peak 
demands,” Frank W. Earnest Jr., 
president, Anthracite Industries, 
Inc., said recently. 

Addressing a Victory conference 
of the Fuel Merchants Association 
of New Jersey, Nov. 1 and 2, he 
said it was “entirely probable that 
the total production of anthracite 
will be in demand in the next five 
years.” 

If authoritative predictions of a 
long period of national prosperity 
are borne out, Mr. Earnest as- 
serted, and this is accompanied by 
a large home-building program, the 
next several years should see a 
“high overall demand for home- 
heating fuels, possibly surpassing 
the previous wartime peak de- 
mands.” 

Meanwhile, he added, the anthra- 
cite industry and the individual 
producing companies are going for- 
ward with “the largest research 
program in the history of the in- 
dustry,” as well as accelerated mer- 
chandising, advertising and public 
relations programs. 


National Chamber Appoints 
Mason to Committee Post 


John Stevens, chairman of the 
Construction Industry Advisory 
Council of the Chamber of Com- 
merce of the United States, has ap- 
pointed a liaison committee with 
government to stimulate construc- 
tion. Among the others who have 
agreed to serve on the committee 
are Norman P. Mason, vice presi- 
dent of the National Retail Lumber 
Dealers Assn., and Douglas Whit- 
lock, chairman of the advisory com- 
mittee of The Producers’ Council. 


Amend Regulation Covering 
Jobber Sales of Douglas 
Fir Millwork 


The Office of Price Administra- 
tion announced last week that the 
coverage of the regulation govern- 
ing jobber sales of stock millwork 
has been extended to include pric- 
ing provisions for sales of Douglas 
fir stock millwork by jobbers. 

The action becomes effective No- 
vember 21, 1945. 

Up to now, jobber sales of Doug- 
las fir stock millwork, except fir 
doors have been priced under the 


General Maximum Price Regula- 
tion, at March 1942 levels. 

In those jobbing areas where spe- 
cific mark-ups are not provided for 
Douglas fir stock millwork, jobbers 
must apply to OPA for price ap- 
proval. 

Jobbers of millwork produced 
from redwood, red cypress and fir 
also must apply to OPA for indi- 
vidual pricing provisions in areas 
where specific mark-ups are not 
provided, the price agency said. 

It is proposed, OPA said, to es- 
tablish soon appendices with spe- 
cific mark-ups for four northwest 
areas where fir millwork is the pre- 
dominant product. 

To-day’s action also removes 
softwood mouldings from the regu- 
lation covering sales of stock mill- 
work, and places this commodity at 
all levels under the pricing pro- 
visions of the regulation being 
amended today (MPR 525). 

(Amendment No. 9 to Maximum 
Price Regulation No. 525—Jobber 
Sales of Stock Millwork—effective 
November 21, 1945.) 


Price Relief for Mechanical 
Building Equipment Makers 

Manufacturers of mechanical 
building materials such as boilers, 
radiators, plumbing fixtures and 
valves, may apply for price in- 
creases when they face over-all loss, 
whether or not the products in- 
volved qualify as essential or as low 
priced, the Office of Price Adminis- 
tration has announced. 

Previous to this action, price re- 
lief was available to loss producers 
of mechanical building materials 
only when the products were con- 
sidered essential to the nation’s 
war economy, or when existing 
ceilings were at the low end of the 
price scale. 

Price increases will not be grant- 
ed, however, OPA said, to compen- 
sate for temporary or non-recurring 
factors, inadequate plant utiliza- 
tion, illegal wage payments, exces- 
sive overhead or increases over pre- 
war costs of selling. 


Need Seen for Large ony 
Of New Rental Housing Units 

The supply of new rental housing 
will be insufficient to meet the needs 
of a large segment of the popula- 
tion unless steps are taken to at- 
tract a greater amount of capital 
for the building of apartments and 
other housing available for rent, 
Irving W. Clark, chairman, res!- 
dential committee, Producers’ coun- 
cil, has stated. 

“If home building conforms to 
past experience, then only 25 to 30 
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Stainless Caulk / tou. oo 
Stops cracks once and for feugiat 
all in tile and plaster, also Soya hy mee 
around bath tubs and y AND 
kitchen sinks. Has 50% Wars 
less shrinkage; stays soft 
indefinitely and will not 6 
icrack. Apply with knife or ~~ 
gun. Keeps the cold air out “te > 
... the warm air in... stops ME. 
infiltration of dust and dirt. 2 = 
| Compound 
=m A superior product for all 
glazing operations. It is made 
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to be applied in the same man- 
ner as putty but is not to be 
confused with ordinary putty 
or caulking compound. It pro- 
vides permanent adhesion for 
any kind of glass setting job. 
It will not shrink or crack... 
makes a good water-tight job. 





































A product outstanding for ease 
of application, rugged adhesjon 
to both glass and steel. Made 
with long life durable oils, it 
readily contracts and expands 
with the steel and has the neces- 
sary strength to render outstand- 
ing service. Our superior quality 
putty has made us the largest 
manufacturers of putty west of 
™ the Mississippi. 












Interested distributors will please 
write for full details and prices. 


STEELCOTE MFG. CO.., 
3418 Gratiot St., St. Louis 3, Mo 
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percent of the new dwelling units 
will be constructed for rent dur- 
ing the next few years, whereas in 
1940 nearly 60 percent of all non- 
farm families were renters instead 
of owners,” Mr. Clark said. 

“While many homes which are 
occupied by their owners at the 
present time may be offered for 
rent when the present occupants 
purchase new homes, a record-break- 
ing number of new rental units 
must be constructed to meet the 
full demand from newly-formed 
families and others which are tem- 
porarily sharing quarters because 
of the present shortage of residen- 
tial units.” 


West Coast CIO Gets Wage 
Increase Without Striking 


The first break in the west coast 
lumber deadlock has come with the 
announcement that the CIO gained 
a 121%4-cent wage increase through 
negotiation, without striking. 

The AFL continued its strike for 
higher wages, in spite of the news 
concerning the CIO price increase. 


S. E. Hardwood Manufacturers 
Hold First Postwar Meeting 


The first postwar meeting of the 
Southeastern Hardwood Manufac- 
turers club was held Oct. 23 in 
Jacksonville, Fla., with the attend- 
ance representing many sections of 
the Southeast from Virginia 
through Florida to Alabama. 

Featured speaker of the meeting 
was Dr. H. N. Calderwood, research 
engineer, University of Florida, 
who chose as his subject The Chem- 
ists Among the Southeastern 
Hardwoods. He called attention to 
the need for complete information 
about the chemical substances in 
these woods in order to develop 
better and fuller uses for them. 

A round table discussion revealed 
that the shortage of labor still pre- 
sents the greatest handicap to pro- 
duction, and this condition seems 
to prevail in all sections, except in 
the Savannah area where it seems 
to be more plentiful than at any 
time since 1942. 


OPA Will Set Ceilings Prior 
to Construction for Renting 


In a ‘move to speed revival of 
rental construction, Chester Bowles, 
administrator, Office of Price Ad- 
ministration, has announced a new 
policy of fixing rents in advance of 
construction. 

Rent regulations are being 
amended so that maximum rents on 
new house units will be based on 
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prevailing rents for comparable ac- 
commodations on the maximum 
rent date plus a substantial allow- 
ance to offset current higher con- 
struction costs, Mr. Bowles said. 
Builders may present their plans 
and specifications to their local 
OPA area rent office together with 
their proposed schedule of rents be- 
fore starting construction. OPA 
will check the proposed rents with 
those on comparable units and add 
an appropriate allowance for in- 
creased costs. Builders then will 
be given a commitment by OPA as 
to the maximum rents to be allowed 
on the proposed units, built accord- 
ing to the plans submitted. This 
will enable builders to proceed with 
construction promptly, assured of 
maximum rents they may charge. 


FPHA Demonstrates Postwar 
Uses for Surplus Housing 


Three buildings, forming the nu- 
cleus of FPHA’s “War Housing Re- 
Use” demonstration, have been 
erected on the 20-acre show site 
near Washington, D. C., Commis- 
sioner Philip M. Klutznick has an- 
nounced. 

The demonstration, scheduled to 
open Dec. 8, is intended to show 








Carpenters sawing up panels in a Federal 
Public Housing Authority project for re-use 
in the demonstration. 


methods the FPHA has developed 
for adapting emergency war hous- 
ing to peacetime uses when hous- 
ing projects become surplus in the 
as yet indefinite future. 

Among such uses —to be devel- 
oped in actual buildings at the dem- 
onstration — are all types of farm 
structures; recreational facilities 
such as tourist cabins and boat- 
houses; commercial units like road- 
side stands, gas stations and 


garages; institutional buildings. 
All buildings will be appropriately 
equipped with furniture and fur- 
nishings either drawn from 
FPHA’s reserve stocks or loaned by 
business firms in Washington. 

The buildings are being fabri- 
cated from panels removed by saw- 
ing existing war emergency houses 
in FPHA projects which are now 
vacant. 

Building materials dealers have 
been inquiring about obtaining 
projects when they become surplus 
in order to re-use and market the 
second hand materials. 

All interested buyers able to ac- 
quire complete or partial projects 
and remove them when they are no 
longer needed for demobilization 
purposes are being invited to at- 
tend the demonstration. 


Southern Hardwood Producers 
Study Wage Increase Effects 


The possible effects of wage in- 
creases on the price of lumber and 
other products of the forests and 
the resulting inflationary trends 
are to be studied by a committee 
of the Southern Hardwood Pro- 
ducers, Inc., the board of directors 
decided recently. 

Findings of the committee are 
to be reported to the proper gov- 
ernmental agencies, a member said. 
The action came as the result of 
an all day meeting, presided over 
by C. Arthur Bruce, president. 


Jobber Moulding Ceilings 
Change, But Retail Prices 
Remain Frozen by OPA 


A method by which jobbers may 
figure uniform dollar-and-cent ceil- 
ing prices for mouldings is in- 
cluded in a new regulation that 
brings together for the first time 
all established ceilings for sales of 
softwood mouldings by manufac- 
turers and other distributors, the 
Office of Price Administration said 
last week. 

Retail ceiling prices are un- 
changed by the action. They re- 
main “frozen” at March 1942 levels. 

Before the action ceiling prices 
for producers’ sales of the various 
softwood mouldings were controlled 
by the regulations that covered the 
specific species of lumber used 
while jobbers’ prices for mouldings 
were frozen at their March 1942 
levels. 

The new ceilings for jobbers’ 
sales, intended to maintain their 
prices at substantially the same 
level as in 1942, are obtained by ap- 
plying percentage discounts to the 
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Speed: 530 R. P. M. 


54° McDonough Vertical Band Resaws 


Belt or Motor Driven 


Made left hand only. 

Bearings: Heavy duty ball bearing. 

bags 54” diameter, 6!/4,” face to carry 
” saw. 

Top Wheel Shaft: 3/4” diameter high 
carbon steel, with cross align and tilt 
features. 

Lower Wheel Shaft: 3!/2” diameter. 

Saw Strain: Knife edge sensitive type 
with gauge to indicate strain. 

Top and Lower Guides: Quick opening 
hinge type. 

Maximum Depth of Cut: 36”. 

— Height from Floor Line: 7 ft. 
W/o”. 

Floor Space Required: 5 ft. 4” x 5 ft. 4”. 

Drive Pulley: 24” diameter by 8!/2” face. 


Power Required: 30 H. P. 

Saws: 7” wide, #19 gauge; 26 ft. long, 
134” teeth. 

Saws not furnished as regular equip- 
ment but carried in stock as extra for 
convenience of users. 

Feed Works: Four driven rolls 5'/2” di- 
ameter with independent adjustment 
for alignment with saw. 

Maximum opening 18!'/2”,—12'4” out- 
side of saw and 6/4,” inside of saw. 
Inside rolls flexibly mounted for gauge 
sawing. 

Can be set for center or gauge saw- 
ing and tilt for bevel siding. 

Feed Roll Drive Mechanism: Variable 
speed spur gear transmission with four 
speeds in oil tight case, exclusive on 
this resaw. 41 to 136 lineal ft. per min. 

Belt Driven Resaw: Net weight, 7500 Ibs., 
shipping weight, 8000 Ibs. 

Motor Driven Resaw: With built-in 30 
H. P. electric motor and "'V" belt 
drive. Net weight, 8500 Ibs., shipping 
weight, 9200 Ibs. Starting switches and 
controller not furnished. 


WRITE FOR COM- 
PLETE INFORMATION 


McDONOUGH 
MANUFACTURING 
COMPANY 


INC. 1888 
EAU CLAIRE - WISCONSIN 











PROMPT DELIVERY 


Sturdy and dependable. Fast, accurate saw- 


ing assured. 


Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 


works if desir 


Various sizes and dogs to meet your needs. 


re] ea experience in building Saw 
4 ills and woodworking machinery. 


LANE MANUFACTURING CO. 


MONTPELIER, VT. 





AVAILABLE FOR 


ed. 
























FERGUSON Lumber 
. Was There 















Signal Corps Photo 


Out in the jungles of the South Pacific, on the German and 
Italian fronts, Ferguson Lumber saw plenty of action in ammu- 
nition boxes, Doves crates, storage buildings—wherever lumber 
was needed by our fighting men. 


Now, limited amounts of Ferguson Lumber are finding action 
in house and farm repair and some new construction. More 
will be available within a few months. 


W. T. FERGUSON 


LUMBER COMPANY 
St. Louis 1, Mo. 




















list prices in the “Standard Mould- 
ing Book—8000 Series,” published 
by the Shattock & McKay Company, 
Chicago, OPA said. 

The percentages to be deducted 
from the Shattck & McKay list 
vary in each of 20 areas into which 
the country has been divided, thus 
maintaining, in general, existing 
differentials. 

Sellers are required to invoice all 
shipments of moulding in detail so 
that the ceiling prices may be de- 
termined on the basis of informa- 
tion on the invoice without further 
reference to the seller’s records. 
Failure to invoice properly will 
establish a ceiling of 31 cents a 
hundred linear feet for the ship- 
ments covered by the invoice. This 
is the ceiling for the cheapest 
mouldings for a direct mill sale. 


Untaxed Income of Co-ops 
Listed at Two Billion 


Last week the Treasury Depart- 
ment made public a survey on tax- 
exempt organizations. The report 
disclosed that 4,397 cooperative 
businesses received a gross income 
of $2,223,904,000 in 1943. For the 
same year 28,638 labor unions took 
in $383,686,000 in gross income and 
receipts. A total of 5,695 business 
leagues, chambers of commerce, 

















GOVERNMENT TERMINATED 
SURPLUS LOT M-121 


SERVICEABLE MATERIAL 
175,000 (approximately) 
BOARD FEET 
Short and Long Leaf Yellow 
Pine Lumber {2 
Common and Better S48 R/L 


Sale by competitive sealed bidding 


Terms of Sale—“as is” f.o.b. cars or 
trucks, ACF Plant, Berwick, 
Pennsylvania 


Bids will be opened at 2:00 p.m., 
November 29, 1945 


Material available for inspection daily 
Bids and napkin edit directed to 
MR. G. E. THOMPSON 
AMERICAN CAR 
AND FOUNDRY COMPANY 


Berwick 6, Pennsylvania 
Telephone Berwick 1144 
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trade associations and similar or- 
ganizations received $185,024,000, 
of which 13.6 per cent was from 
business activities. 

Compilation of the report was di- 
rected by the revenue act of 1943, 
but that act did not impose taxes 
on any organizations of this type. 
The tax bill’s special section was 
simply a request for informational 
returns. 


Public Housing Official 
Puts Private Building 
Industry "On the Spot" 


A full-scale permanent housing 
program, such as the recently intro- 
duced Wagner - Ellender - Taft bill 
embraces, and full use of war-built 
temporary housing to meet mount- 
ing veteran needs offer the main 
hope for Federal assistance in the 
present housing stringency, Com- 
missioner Philip M. Klutznick of 
the Federal Public Housing Au- 
thority told the New England 
Regional Conference of the Na- 
tional Association of Housing Of- 
ficials in Boston last week. 

“The first thing that we must do 
in a situation that appears utterly 
hopeless is to inspire hope,” he said. 
“During the war, harassed people, 
unaccustomed to over - congestion, 
found themselves content to wait 
because hope had been kindled and 
the opportunity seemed to be real- 
izable in the near future. : 

“We desperately need a national 
housing policy and program which 
holds forth realizable promise of 
relief in the near future. That na- 
tional program is embodied in the 
terms of the Wagner-Ellender-Taft 
bill as it pends in the Senate. This 
is the promise of a permanent, com- 
prehensive housing program calcu- 
lated to meet all character of need.” 

Mr. Klutznick opposed proposals 
that the housing shortage should 
be met by increasing the existing 
stock of temporary housing. 


Closing Date Nears 
for Home Contest 


The first entries in the Chicago 
Tribune’s $24,000 Chicagoland 
Prize Homes competition are be- 
ginning to arrive at Tribune Tower, 
it was reported recently by Boyd 
Hill, professional adviser of the 
project. 

A variety of interesting solutions 
to the problems posed in the con- 
test rules is shown in the early 
arrivals, Hill said. 

“Judging from the first entries I 
have examined this week, the Trib- 
une’s competition is achieving the 
purpose for which it was launched,” 


Hill said. “This purpose is to 
stimulate architectural talent to 
develop home designs so attractive, 
practical and economical that thou- 
sands of families soon will be ena- 
bled to have the kind of homes they 
want at prices they can afford. 
With the deadline of the contest 
now less than a month away, it is 
encouraging that the initial entries 
so far examined indicate that en- 
trants recognize the major prob- 
lems of economical housing today 
and are doing their best to help 
solve those problems.” 

Hill reminded prospective en- 
trants that the closing time for all 
entries is 5:00 p. m., Monday, De- 
cember 10. Entries must be re- 
ceived either at the Tribune Public 
Service office, 1 South Dearborn 
Street, or at the office of the profes- 
sional adviser in Tribune Tower, or 
show a date mark at the point of 
shipment not later than 5:00 p.m., 
December 10. 


Foley Defines 
FHA Policy 


Home financing institutions of 
the country are urged to accept the 
dual responsibility of discouraging 
inflation and encouraging new hous- 
ing for low and middle income 
groups by Commissioner Raymond 
M. Foley of the Federal Housing 
Administration. 

In an address before the national 
convention of the Mortgage Bank- 
ers Association of America in New 
York, Mr. Foley told the delegates 
they face “a testing period of the 
utmost significance to yourselves 
and the nation.” 

Three paths beckon the mortgage 
lender in the housing field, he de- 
clared. One he described as the 
path of least resistance under pres- 
sure of idle funds — accepting in- 
flated market prices as value and 
causing further inflation by lending 
too heavily upon them. A second, he 
said, would be undue conservatism, 
dictated by pessimism about Amer- 
ica’s ability to produce the things 
Americans need at a price Ameri- 
cans can pay. Either, he declared, 
would curtail housing production 
and lead through increased short- 
age to greater inflation. 

The third, or middle course, Mr. 
Foley asserted, is one of construc- 
tive optimism. 

“You lenders have an active part 
to play in housing—not just a pas- 
sive one,” Mr. Foley said. “An 
easy, over-liberal lending policy en- 
courages unnecessary costs. They 
will persist if you as lenders or we 
as insurers support them.” 


November 10, 1945, AMERICAN LUMBERMAN 














] 














FROM THE FORESTS OF THE WORLD - Fir, Pine, 


Gum, Birch and Figured Woods. Waterproof and technical 
plywood a specialty. Write for” Teleply Ticker” Warehouse Stock List today. 


AETNA PLYWOOD & VENEER, 1732 ELSTON AVE. ® CHICAGO 22, ILL. 


we LUMBER that is “engineered” for 

greater beauty, size, strength, 

lightness, weather-and-wear resis- 

tance characteristics, 
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GOOD 
MERCHANDISE 





FOR REPAIRS 


Your customers should protect the new 
wood used in sapelee-apeliah steps, doors, 
storm windows, hog houses, fence posts, etc. 
Makes wood last longer. 


WOODLIFE 


( Available in Pts., Ots., | and 5 Gal. Cans 
30 and 55 Gal. Drums 


\ 


SALES OFFICE: 1204 Conway Bidg., CHICAGO 2, ILL. 
Selling the Products of J. A. MATHIEU, Létd., Rainy Lake, Ont. 
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Manufacturing 


Yellow Pine and Hardwoods 
Including End-Matched Pine and Oak Flooring 


\N 


ge 


Kl 


Mills: Diboll, Texas 
Pineland, Texas — MODERN KILNS AND PLANING MILLS — 
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Get the Window Trimmer First 


66 E ARE ABOUT TO RE- 

MODEL our yard and are 
considering a show window that 
will extend clear across the front. 
Is this the thing to do?” 

Similar inquires are _ received 
regularly by the Merchandising 
Clinic. 

The answer has been written by 
lumber dealers who have had ex- 
perience. The location of the yard 
has a great deal to do with making 
the decision. Show windows can 
be used to good advantage where 
there is heavy sidewalk or highway 
traffic, providing there is someone 
in the organization who is capable 
of arranging interesting displays 
of building materials (a difficult 
thing to do) and changing them 
regularly. Seldom is this kind of 
talent available in a lumber yard. 
The job usually is turned over to 
some inexperienced individual who 
already has more than he can do. 
The displays are unattractive and 
seldom changed. Results are nil. 

In such cases show windows be- 
come a black eye rather than a 
sales asset. 

Conclusion: If you haven’t an 
experienced window trimmer, think 
twice before you go in for show 
windows. 


* * x 


Getting ready for what comes next 
isn’t easy when nobody seems to know 
what to expect. 


* + # 


Don't Forget the Flies! 


PEAKING OF UNATTRAC- 
TIVE show windows reminds us 
of the lumber dealer who surveyed 
the broad expanse of glass which 
he had installed across one side of 
his lumber shed and said, sadly: 
“When I put in that show win- 
dow, I didn’t know that flies would 
become the bane of my existence.” 
Main Street merchants found 
that out a long time ago. They 
learned from costly experience that 
nothing is more distasteful to shop- 
pers than dirty windows and that 
nothing can mess ’em up as quickly 
as flies. The best display in the 
world loses its appeal when viewed 
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through a rampant field of fly 
specks. 

Second Conclusion: Before you 
install a show window have a win- 
dow washer on your staff who 
shines ’em up, inside and outside, 
at least three times a week, winter 
and summer. 

* * * 
The surest way to kill a good idea is 
to put it up to a committee. 
*x* * * 


Straws in the Wind 


HERE’S MUCH TALK about 
a new type of home mortgage 
which considers major appliances 
and equipment a part of the dwell- 
ing. Refrigerators, ranges, auto- 
matic washers, and even carpets 
will be included in the long-term 
monthly payments instead of being 
financed separately as in the past. 
Proponents claim it will ease the 
strain on home buyers by evening 
up the payments over a long period 
rather than bunching them up at 
the beginning of occupancy. Home 
prospects like the idea, but depart- 
ment stores don’t. Watch for im- 
portant developments. 
* * * 
Cut Out the Costly Kinks 


GOLF PLAYER with a funda- 
mental defect in his stroke sel- 
dom becomes efficient with prac- 
tice. It’s the same way with any 
business. The costly kinks which 
grow into the operation of a lum- 
ber yard do not become less expen- 
sive with age. Furthermore, the 
longer they are there, the harder 
it is to get rid of them. 
* * a 
Missing the Boat? 
HE MERCHANDISING MAN- 
AGER of a well-known depart- 
ment store recently made the state- 
ment that retail lumber dealers 
had more interesting materials to 
sell than almost any retail estab- 
lishment in the city but made the 
least of their opportunities. “That’s 
why department stores are taking 
on so many items formerly sold ex- 
clusively in lumber yards,” he said. 
We are not sure that we agree. 
It’s true a big shift is taking place, 
but there are other factors involved 
than the one given. 


MERCHANDISING CGreéc 


An Unbeatable Record 


URING THE 70 YEARS of its 

existence the firm of W. R. 
Comfort Sons, Palatine, IIl., has not 
failed to take the cash discount on 
a single invoice despite depressions, 
two closed banks, a never-to-be-for- 
gotten bank holiday and other simi- 
lar disasters. It is the justifiable 
pride of C. R. Comfort that he 
never leaves the office at the end of 
the day with an unpaid invoice on 
his desk. It would be interesting to 
know whether any other retail lum- 
ber company enjoys such a record. 


* * * 


Don’t complain about your troubles. 
They’re probably responsible for a 
large part of your income. 


* * * 


House Cleaning Isn't Over 

OST LUMBER YARDS are 

emptier today than at any 
time since they began business. 
Odds and ends have been sold that 
hadn’t been included in the inven- 
tory for years. But still the cor- 
ners haven’t been swept clean, and 
there are items here and there that 
can be turned into cash. 

F. I. Crane Lumber Company, 
Austin, Minn., found this out last 
summer when Ralph Crane decided 
to clean house of every obsolete, 
odd-sized, sub-standard, damaged 
item left in the lumber yard. The 
conglomeration of odds and ends 
were piled on tables made of saw- 
horses and planks and displayed in 
the driveway. 

“Come - and - get - it - at - your- 
own - price” advertising netted the 
concern more than $500 in cash. 
Mr. Crane got the idea from a rum- 
mage sale conducted by a local 
church organization and found that 
it worked just as well in the drive- 
way of his lumber yard as it did 
in an empty store on Main Street. 

“The principle is exactly the 
same,” he added. “I’ve watched 
sales of that kind all my life, but 
this is the first time I ever thought 
of applying it to my lumber yard. 
We really cleaned house and kept 
the cash register ringing at the 
same time.” 
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CP ree Pan Woodloreh 


Virus hat STAND OUT 


Quality Lumber 
-for 58 Years ... 





IDAHO WHITE PINE 
PONDEROSA PINE 


CALIFORNIA SUGAR PINE 


WESTERN WHITE SPRUCE 


WINTON LUMBER SALES CO. Foshay Jower.MINNEAPOLIS 2, MINN. 
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The B& T METALS COMPANY, Columbus 16, Ohio 


5 eSigned by men with years of 
geferience in actual, on-the-job in- 
stallation of all kinds of floor and 
wall coverings. And the genuine alu- 
minum alloy used in Chromedge sec- 
tions offers proved advantages over 
any other type of decorative trim. 
There’s a wide choice of Chromedge 
shapes for every application. Write 
for B & T’s handy new pocket catalog! 


ONE OF SCORES OF “CHROMEDGE” SHAPES AND SIZES 










Growing Timber for 


Your Future Needs 


Since 1904 Urania has been carry- 
ing on scientific forestry — an 
now has more than 110,000 acres 
growing timber for your future 
needs. 

All Urania logging is under the 
supervision of a graduate for- 
ester. Normally spaced sound 
Pines are not considered for cut- 
ting until they reach a minimum 
diameter of 12 inches — hard- 
woods |4 inches. Trees with best 
prospects are left to grow larger. 
The others are cut to make room 
for the ever oncoming seedlings 
and saplings that will provide 
your future Urania lumber. 


URANIA LUMBER C CO. 


URANIA 
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SELLING THE PRODUCTS OF 


McCloud, Calif. 
STHE SHEVLIN-HIXON COMPANY 


"Member of the Western Pine Associa- 
tion, Portland, Oregon. 














“THE MeCLOUD RIVER LUMBER 5 fl EVLIN I IN E 


900 First National Soo Line Building 


Bend, Oregon MINNEAPOLIS, MINNESOTA | 


DISTRICT SALES OFFICES: 


: NEW YORK 
: ei 1604 Graybar Bidg. 
SEE Fon Wardorek Mohawk 4-9117 





DISTRIBUTORS OF 


Reg. U. 8. Pat. 0: 
EXECUTIVE prot 





SPECIES 


PONDEROSA PINE 
{PINUS PONDEROSA) 


SUGAR (Genuine White} PINE 


(PINUS LAMBERTIANA} 








CHICAGO 
1863 LaSalle-Wacker Bidg. 
Telephone Central 9182 


SAN FRANCISCO 
1030 Monadneck Bidg. 
Exbreck 7041 





AMERICAN LUMBERMAN, November 10, 1945 











Whats Neur 1 


PROOUGTS * SALES ANDS - LITERATURE 


New Unit Lock 

A new kind of hardware for 
homes—the Corbin Unit lock— 
easy to install because of an en- 
tirely different method of applica- 
tion, is featured as the first of a 
new line of postwar products to be 
announced by P. & F. Corbin. This 





new lock offers home owners com- 
plete freedom from the annoyance 
of sticking and binding knobs and 
latches because it is assembled at 
the factory in one complete unit. 
Adjustments to the mechanism by 
the carpenter are unnecessary and 
minor inaccuracies of installation 
will not affect the beauty or func- 
tion of the lock. No mortising is 
necessary for the lock; it slips into 
the cut and is made fast by two 
bolts without touching or adjusting 
the working parts in any way—the 
strike is easily attached in the usual 
manner. A pin-tumbler cylinder 
in the outside knob gives positive 
security to the entrance door and 
at the same time offers convenient 
masterkeying with side, rear and 
ywarage doors. An auxiliary turn 
button on the inside knob dead- 
locks the door for added security. 
A “privacy” lock for bedroom and 
bathroom sets is operated by a 
button in the center of the inside 
knob which locks the door against 
outside operation yet releases at 
the slightest turn of the inside 
knob. Bronze metal is used through- 
out, guaranteeing freedom from 
corrosion. For further information 
write P. & F. Corbin, New Britain, 
Conn. 


78 


Resorcinol Resin Glue 


A new resorcinol resin glue has 
just been released to the trade by 
the Casein company of America. 
Marketed under the name Casco- 
phen, the new adhesive was used 
extensively for war purposes, and 
as a result of reconversion and 
greater supplies of raw material, is 
now available to the civilian trade. 
It is said to be adaptable for use 
on sawed surfaces or on joints 
which may not be perfecty fitted. 
Although developed primarily for 
gluing wood, the product has been 
found effective in bonding prac- 
tically any material with some de- 
gree of porosity. For further in- 
formation write Casein Company 
of America, Division of the Bordon 
company, 350 Madison avenue, New 
York 17, N. Y. 


Lightweight Generators 
Production of two new gasoline 
engine-driven generators is an- 
nounced by the Homelite corpora- 
tion. Designed as a portable power 
source, these units can be moved 
quickly to any location or job. The 
model 21D, a 2000-watt, 120-volt 





When writing for new literature 
or further details about products 
described here, please mention 
AMERICAN LUMBERMAN as the 
source of your information. 





D.C. generator weighs only 105 
pounds, with overall dimensions of 
2234x17144x21'% inches. The en- 
gine speed is controlled by an auto- 
matic built-in governor. For fur- 
ther information write Homelite 
corporation, Port Chester, N. Y. 


Oversize Plywood 

Oversize plywood, in the spot- 
light during the war because of its 
use in building boats and arch-roof 
huts, is emerging as a stock mate- 
rial to be handled by panel distribu- 
tors in much the same way as 
standard size plywood is stocked. 
The panels may be sanded to satin 
smoothness or left unsanded to af- 
ford a slightly rough or textured 


surface. Waterproof adhesives are 
used in the oversize panels, and the 
sheets are suitable for all outside 
or marine applications. For fur- 
ther information about oversize 
plywood write Washington Veneer 
company, Olympia, Wash. 


Underground Garbage Receiver 


With this new unit, which is 
placed in the ground with only the 
top exposed, garbage is actually 





buried. The close-fitting lid effec- 
tively prevents disease bearing flies 
or other health endangering insects 
to reach the garbage and it cannot 
be upset by animals. Made of 16 
gauge steel, it is coated inside and 
out with rust-resisting paint. It is 
offered in capacities of 8, 13, 15 and 
20 gallons. For further details 
write the Majestic company, Hunt- 
ington, Ind. 


Plastic Sheeting 


Now on the market is a plastic 
sheeting made of cellulose acetate 
which is said to be non-flammable, 
unbreakable, shatterless and trans- 
parent. It can be used to protect 
blue prints, drawings, designs and 
photographs, to cover counters, 
show cases, desks and tables, keep- 
ing them clean and sanitary; as a 
wall protection, especially around 


November 10, 1945, AMERICAN LUMBERMAN 








for 





= nen 


THE 
YOU 





AMER 








= © 1 © DO O 


eS 
ts 
ot 
16 
id 
id 


Is 


it- 











AMERICAN Lumber Handling Equipment 
for Saw Mills, Veneer Plants, Industrials 





Automatic Dry Kiln Car Lumber Stackers 
Semi-Automatic Dry Kiln Car Lumber Stackers 
Elevators for Stacking Dry Kiln Cars by Hand 
Dry Kiln Car Gravity Flow Unloaders 

Electric Lumber Transfers 

Planer Feed Elevators 

Hydraulic & Electric Elevating Tables 


Passenger, Freight & Industrial Elevators 


DESIGNERS AND MANUFACTURERS 
OF SPECIAL EQUIPMENT 
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THE KIND OF PLANER 
YOU HAVE LONG WANTED! 


Big enough to handle all of a lumber com- 
pany’s requirements. Built for the precision 
accuracy formerly obtainable only with the 
larger machines. A husky producer with In- 
clined Bed and many patented features pro- 
moting convenient, time-saving operation and 
highest quality work. Priced way below the 


larger machines. Write for details. 


MACHINE 
238 Eighth St. 









Sitka Spruce Lumber 


and 





Box Shook 






POLSON 
Lumber & Shingle Mills 


Division of 
Polson Logging Company 
Hoquiam, Washington 























WORKS 
Holland, Mich. 








P & T SERVICE 
Is Traditional 


Our new world is being built on a base of 
lumber. It is the First Essential. It goes into 
all-wood structures, into forms and framing 
for all construction .. . Firsts in restoring nor- 
mal peacetime economy. 


Lumber sets the pace of reconversion, public 
works, railroad building. It sets the tempo of 
home construction, estimated at 14 million in 
the next 10 years. It will help rebuild dev- 
astated nations. 


Pope & Talbot will “tie into” this great pro- 
duction program as conditions permit . . 
everyone working to expedite lumber . 
properly milled, graded, handled .. . to you. 


POPE :TALBOT, INC. - 





LUMBER DIVISION 
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Save space—time—costs—release men 
for productive work—handle lumber with 
conveyors. 

Write for special bulletin, A.-L.-115, 


describing Standard 
Conveyors designed 

to speed and cut the 
are cost of handling in 
lumber and building 
supply yards. 


STANDARD 
CONVEYOR CO. 


General Offices: 
No. St. Paul, Minn. 














S9LSING PROFITS 


Pow 





Those who know 

“Diamond Hard” 
Maple and Birch flooring 
prefer it above all others. 
We invite you to get ac- 
quainted with this quality 














FORESTA FACTORS 


SPECIALIZES IN 
SETTING UP 
NEW WHOLESALERS 


Also develops wholesale sales through 
financing accounts and inventories 


A LUMBER SERVICE 
OPERATED BY 
LUMBERMEN 


Address: 
1790 Broadway, New York 19 
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sinks or where splashing occurs; 
and in windows where the plastic 
sheeting will let the ultra violet 
rays of the sun pass through. It is 
manufactured in two colors, clear 
and green. For further details 
write Western Reserve Laborator- 
ies, Plastic Department, 1440 W. 
Third street, Cleveland 13, Ohio. 


Self-Stik Cloth Tape 


Mystic tape, which sticks by it- 
self, requiring no moistening, is 
said to repair rips, tears, breaks 
and cracks in fabric, wood, glass, 
rubber and other materials. It holds 
glued parts together until dry, and 
its manufacturers claim it can’t 
harm or mar the finest surface on 
which it is applied. Mystic tape 
comes in olive drab, or other colors 
on special order, in all widths up to 
36 inches and in 60-yard rolls. For 
illustrated literature describing 
this tape write Mystic Tape Divi- 
sion, Chicago Show Printing com- 
pany, 2635 N. Kildare avenue, Chi- 
cago, Ill. 


Wallpaper Display 


Highlighted with a full-color 
poster featuring radio star Hilde- 
garde, a new six-piece store dis- 
play set is being furnished free 
to Trimz Ready-Pasted wallpaper 
dealers. The illustration is the same 
as that featured in the company’s 
fall advertising schedule. Also in- 
cluded in the set is a horizontal 
streamer with illustrations show- 
ing how the wallpaper is dipped in 
water and applied to the wall, and 
four “spot” posters, each featuring 
a different sales point. For further 
information write the Trimz com- 
pany, Inc., Merchandise Mart, Chi- 
cago, Ill. 


Aluminum Venetian Blinds 


These new blinds have aluminum 
slats which are polished on one side 
to reflect the heat, and satin fin- 
ished on the other side to absorb 
heat. When facing out, the polished 
side reflects light to the ceiling 
area, affording a more even dis- 
tribution. The satin side, on the in- 
side, absorbs the dominant colors in 
the room, blending with the main 
color combination. Dust and grease 
will not adhere to the treated metal. 
Aluminum venetian blinds are now 
available for immediate delivery. 
For further details write MacAr- 
thur Smith and Associates, 134 S. 
LaSalle street, Chicago 3, Ill. 


New Deci. Point Slide Rule 


Several new features have been 
incorporated into this new slide 
rule which will determine the pre- 
cise location of the decimal] point in 
involved expressions with results 
up to 19 places. Manufactured of 
light-weight Dowmetal, it permits 
superior accuracy as it is not af- 
fected by climatic conditions and 
there is no perceptible distortion. 
The Dowmetal core is surfaced with 
a flat white plastic impervious to 
water or chemicals. With each slide 
rule the manufacturer provides a 
manual covering all phases of slide 
rule operation. Twelve and one- 
eighth inches long and two inches 
wide, it is priced at $13.50 complete 
with typical problems, manual and 
carrying case. For further informa- 
tion write Pickett & Eckel, 53 W. 
Jackson boulevard, Chicago 4, Ill. 


Moisture-Proofing Compound 


Tricoseal is a damp-proofing, 
moisture-proofing and decorating 
compound for dense, hard, smooth 
masonry such as stucco, brick or 
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concrete, penetrating and sealing 
the pores of the masonry. A slow 
hardening compound, it can be ap- 
plied like paint with brush or spray. 
It can be obtained in cement gray, 
white, cream, ivory, light green, 
buff, blue, brick red, or other col- 
ors on special order. For more 
complete details write American 
Fluresit company, Inc., 635 Rock- 
dale avenue, Cincinnati, Ohio. 


Rubber Industrial Tires 


With the most exhaustive data it 
has ever assembled on the subject, 
the B. F. Goodrich company has 
just published a well-illustrated 38- 
page booklet on industrial tires 
called How to Save Money on In- 
dustrial Hauling Jobs and Equip- 
ment. Care and maintenance of in- 
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dustrial tires is featured, discuss- 
ing how to choose the proper tire, 
keeping runways clean, inspection, 
alignment, lubrication, ete. De- 
scription with text and pictures of 
each tire in the Goodrich line is 
followed by complete data on the 
tire. Copies are available upon re- 
quest to Public Relations depart- 
ment, B. F. Goodrich company, 
Akron, Ohio. 


Koolshade Screening 

Koolshade, described as outside 
venetian blinds, performs the com- 
bined services of awnings and 
screens, permitting light and air to 
enter rooms but excluding the sun’s 
heat and insects. A fine mesh metal 
fabric with small louvres running 
horizontally much like a miniature 
venetian blind, it is chemically 
treated to minimize the possibility 
of staining outside walls. Its rib- 
bon-like louvres are held at a 17 
degree angle by fine vertical wires, 
and when tilted downward, enable 
Koolshade to stop the direct glare 
of the sun, yet permitting glareless 
light into a room. For more com- 
plete details write Borg-Warner 
corporation, 310 S. Michigan ave- 
nue, Chicago, III. 


Fire Prevention Poster 

Forest enemy number 1—Fire—will 
be battled continuously throughout 
1946, and private industry, state con- 
servation and forestry.agencies are 
pledged to use every means to lessen 
the Red Menace in America’s wood- 
lands. 

This new American Forest Products 
Industries window and counter dis- 
play attack the enemy promises to be 
an effective method in calling the at- 
tention of all to the fact that every 
individual in America must join in 
the fight. 

Pictures on the panels are varied to 
conform with the sections of the coun- 
try in which they will be displayed. 
Sets up to 500 may be secured at $4.25 


each, trom 500 to 1000, $3.45 each, 
1000 or more sets, $2.15 each. Orders 
should be mailed to the American 
Forest Products Industries, Ine., 1319 
Eighteenth street, N.W., Washington 
6, D.C. 


Building to Last 


Publication of a 16-page booklet 
entitled The Way to Build the 
House to Last has just been an- 
nounced by the Southern Pine asso- 
ciation. It is a graphic presenta- 


tion of the importance of good lum- 





r f~. / 


ber and sound construction prin- 
ciples in home building. The func- 
tion of each item of lumber in the 
framework of a home and the 
proper method of installation is 
presented by illustration. Prepared 
for distribution at Home Planners’ 
Institutes and for use by dealers 
in connection with programs to en- 
courage the use of good materials 
and to prevent a recurrence of jerry 
building, it is available without 
charge from the Southern Pine as- 
sociation, New Orleans, La. 
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Christmas Gift 


DELIGHTFUL CHRISTMAS DINNER 
FOR YOUR OWN FAMILY 








PHEASANTS 


Epicurean Feast 
for Gourmets 


An unusual gift of 
rare good taste—one 
that will ‘stand out” 
among all others and 
be remembered long 
after Christmas. 
Beautifully plumed 
birds; large, plump, 
meaty—easily pre- 
pared from directions 
enclosed in each box. 


Brace of 
Pheasants, $ 50 
Hen & Cock, 
Prepaid... 

(Wild Mallard Ducks, $9.50 per Brace) 
ORDER EARLY! This year's supply is limited. 
Give complete mailing address. We ship direct (East 
of the Mississippi, North of the Carolinas). Enclose 
check or money order, and name for gift card. 


HAODONFIELD FARMS -- DEPT. F-- DALLAS, PA, 
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Relief in Rent Ceilings on New 
Houses May Tend to Stimulate 
Building Activity 


EVERAL agreements, made or 

in the making, point to the 

possibility of working out a better 

co-operative program between the 

industry and the government con- 
trol agencies. 

The OPA has agreed to set rental 
ceilings on new houses and to do it 
before the houses are built. The 
agency also indicates a willingness 
to take into account the increased 
cost of construction in setting 
these figures. The intention is to 
use the 1939 figures as a base and 
to add to them whatever percent- 
ages ef costs have accrued since 
that date. Sure enough, there could 
be a lot of disagreement about 
those percentages. The most recent 
Industry Report of the Bureau of 
Foreign and Domestic Commerce 
puts current construction costs at 
27.78 percent above the 1939 av- 
erage. Builders, using their own 
statistics, say that costs are up 
from 30 to 50 percent. 

But it’s something to have the 
OPA agree that costs have ad- 
vanced and to agree that builders 
have the right to know what rents 
may be charged before they erect 
the houses. 

The matter of new houses for 
rent, as you know, has proved a 
tough gristle in the reconversion 
effort. In plenty of areas these ren- 


tal houses are in much greater de- 
mand than houses for owner occu- 
pancy; and this is likely to con- 
tinue. The mass market will be 
among wage workers; industrial or 
whatever. And until post-war re- 
conversion in all its aspects is 
pretty well completed and until 





Still delayed because of the print- 
ers’ strike, the editors have made 
every effort to keep the news on 
these pages up-to-date, and are pre- 
senting here the latest news as of 
press day. The editors hope to be 
back on schedule with the first De- 
cember issue. 





workers feel reasonably secure in 
their jobs they’re not going to buy 
or build houses. 

Sure enough, housing needs are 
very great. But as Norman P. Ma- 
son, Vice President of the NRLDA, 
told the Construction Industry Ad- 
visory Council a short time ago. 
there’s a wide difference between 
“housing needs” and “housing de- 
mands.” People may need’ and want 
houses. But there’s demand only 
when these persons can find the 
money and the will to carry through 


the business of building or buying. 

So plenty of families that may 
well be in the market to own a 
home, a little later, are now trying 
desperately to rent. There’s real 
demand, in Mr. Mason’s meaning 
of the word, for rental houses. But 
builders have shied away from 
erecting these rental units. Under 
the earlier rules they had to pro- 
duce the house first; after which 
the rental rate would be set. If it 
were set at a ruinously low figure, 
the owner was stuck. And the OPA 
has been so avid about “holding 
the line” by any and all means that 
few builders had any confidence in 
being able to come out in the black. 
Under these circumstances, private 
construction of rental units hasn’t 
shown much activity. 

The OPA says a formula will be 
worked out. While rates will be 
determined by regional administra- 
tors, there’ll be some general ceil- 
ing above which they can not go. 
The agency adds that the ceilings 
will be completely adequate to cover 
increased costs in all areas. In each 
case, as this page gets it, the rental 
rate will be determined from the 
builder’s plans; and, once deter- 
mined, it'll stick, provided the 
building actually follows the plans. 
A good many builders are saying 
that if all these things work out 
they’ll swing rapidly into the con- 
struction of rental houses. How- 
ever, quite a lot of these builders 
are from Missouri. The agreement 
at this writing is pretty general; 
and before the industry goes off the 
deep end it would like to see some 
of these rental figures set and to 
know how long it takes to get them 
set. However, it is an encouraging 
sign. For example, the indubitable 
demand for new rental units and 
the slow-down in producing them, 
because of the danger of losing the 
well-known shirt, has put a lot of 
energy behind the perennial effort 
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to turn this construction over to 
public housing. 

The Associated Press says rent 
ceilings on new houses may range 
from 15 to 25 percent higher than 
the ceilings on older houses of the 
same size and character. 


Other Agreements 


On much the same advance-com- 
mitment basis, there will be firm 
arrangements about mortgage in- 
surance to builders who seek FHA 
financing. This is expected to bol- 
ster the feeling of confidence that 
satisfactory arrangements can be 
made with the agency despite un- 
settled building costs. 

It must be said that the argu- 
ment over price ceilings on homes 
is not yet fully settled. John W. 
Snyder, of OWMR, made a public 
statement a short time ago to the 
effect that his office will not seek 
legislation authorizing these ceil- 
ings. Most leaders of the industry 
think this statement should settle 
the question and end the effort to 
establish these price limits. But it 
seems that Chester Bowles has not 
yet given up the effort; and Mr. 
Snyder has not said that he’ll op- 
pose such legislation if Congress 
wants to pass it. However, the gen- 
eral temper of Congress seems to be 
against such limitations; and un- 
less something goes _ seriously 
wrong the legislation isn’t likely 
to be passed. 

The thing that could go “seri- 
ously wrong,” of course is a sud- 
den burst of inflation. Douglas 
Whitlock, of the Producers’ Coun- 
cil, bore down heavily on this mat- 
ter at the meeting of the Construc- 
tion Industry Advisory Council. If 
prices get out of hand, he said, 
better look out. The government 
would be quite sure to put the old 
controls back or else to fix up some 
new and even more rugged rules. 
If the government didn’t act, the 
public would quit buying at inflat- 
ed prices; after which the construc- 
tion business would come to a full 
stop. 

A couple of intertwined threads 
ran all the way through this meet- 
ing. There were upwards of a 
hundred trade and _ professional 
groups represented; the strongest 
groups in the construction indus- 
try. One thread was resentment 
against the OPA and a desire to 
have the agency curbed if not 
liquidated. The other was a recur- 
ring fear of inflated prices. Mr. 
Whitlock said he believed that a 
reduction in building costs of from 
ten to fifteen percent—something 
he thought could be done by a care- 
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CRAIG MOUNTAIN LUMBER CO., Winchester, Idaho 


Craig Mountain has large timber re- 
sources to meet your future needs—fine, 
altitude-grown, soft Ponderosa of unusual 
quality. While Craig Mountain service is 
far from normal today, as soon as more 
manpower is available we hope to resume 
our pre-war prompt shipments. 


Member Western Pine Assn. 
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power shortage, wet weather 
and other adverse factors, our 
output is only about 50% of 
normal. Under the circum- 
stances we regret our inability 
to book additional business 
much as we should like to do 
so. We're doing our best to 
maintain our quality and build 
up a working inventory. 
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ful search for economies — might 
double the market for new homes. 
Presumably, using the same fig- 
ures in reverse, an addition of ten 
to fifteen percent to the present 
costs might well halve the market 
for new homes. These figures of 
course are guesses; but they serve, 
among other purposes, to show the 
uneasiness in the industry about in- 
flation. The industry would like to 
police itself and feels well enough 
organized to do so. It believes in- 
dustry opinion is well enough 
united to hold price inflation in 
check. It holds, also, that the best 
natural check for inflation is pro- 
duction; putting supply in balance 
with demand. 


Romance of Lumber 


Lumber is deeply rooted in the 
traditions and affections of the 
American people. A couple of stor- 
ies, recently released, illustrate this 
fact; each in its own way. 

Bob Turner, of the National 
Lumber Manufacturers Association, 
sent out a release entitled, “The 
Cradle of the Atom Bomb Took 
Millions of Feet of Lumber.” This 
story went to newspapers as well 
as to the trade press. A check 
showed it had been printed and 
reprinted; had reached millions of 
readers. Oak Ridge, Tenn., and 
Richland, Wash., were built from 
scratch to accommodate some 120,- 
000 people. There was used the tidy 
amount of 360,000,000 feet of lum- 
ber in the process; and at the peak 
the construction workers were 
erecting 1,000 buildings a month. 
The supply and the usability of 
lumber made it first choice for the 
purpose. The cost of the bomb proj- 
ect as a whole was a little less than 
two billion dollars; and the end 
product was two bombs dropped on 
Japan. But the war was costing a 
billion dollars a week; and if the 
bombing shortened the war by two 
weeks it paid off in an accounting 
balance. It’s impossible to appraise 
the fabulous undertaking; but the 
fact is clear that lumber did a 
faithful job in helping bring it toa 
climax. The fact that many hun- 
dreds of editors printed Turner’s 
story indicates that the story of 
lumber as well as the story of the 
bomb captured their imaginations. 

The other story, also widely 
printed and reprinted, was the 
Navy’s account of the four-masted 
lumber ship, Coos Bay, renamed 
Anacapa, used as a Q-boat in fight- 
ing enemy submarines. The 336- 
foot boat, looking precisely like 
what she had always been, a lum- 
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ber carrier, but heavily armed and 
manned with a Navy crew, literally 
patrolled the Pacific, inviting at- 
tack and looking for trouble. The 
log of the Anacapa is one of the 
picturesque and fantastic stories 
of the Pacific war. The West Coast 
was never shelled again, after this 
ship went into action. 


Labor-Management Conference 


No subject of debate carries 
more anxiety at the moment than 
the President’s conference on wages 
and labor relations. It will be in 
progress by the time you read these 
lines, and it may by that time have 
revealed whether success or failure 
is in store. 

Admittedly, the conference opens 
in a gloomy atmosphere. Clear 
enough, however, is the feeling 
that it must succeed to a measur- 
able degree; that the results of 
failure would be too utterly disas- 
trous to be contemplated. Even 
those men who are hard-headed and 
not the least fanciful are saying 
this country’s position in the emerg- 
ing world may well turn upon 
its capacity to settle the present 
industrial chaos. A failure could 
delay reconversion for months; 
could wreck the national economy 
through inflation such as this coun- 
try has never before seen; could 
issue in restrictive labor legislation 
that would destroy most if not all 
the desirable achievements labor 
has reached during the past quarter 
of a century. 

There are a couple of things 
for which this conferees must try. 
One is the setting up of methods 
for settling industrial disputes 
without involving too many gov- 
ernment controls in the process. 
This is much more difficult than 
many of us realize. In the first 
place, many labor leaders do not 
want the present machinery 
changed; at least in any essential 
way. In the past weeks it has been 
made all too clear that the public 
has little control; and carries little 
weight in a labor dispute. Lack of 
authority or the unwillingness to 
use it, among labor leaders, added to 
the lack of authority on the part 
of the public, places 130,000,000 
people largely at the mercy of 
5,000,000. Is it possible to devise 
methods to settle industrial disputes 
on their merits? There’d better be 
an answer to that one. The second 
is the working out of a formula for 
determining the future wage level. 
Labor is asking a 30 percent in- 
crease. What is the fair level, and 
how is it to be determined? 

Maybe circumstances forced his 


hand; but the President’s public 
statement in regard to wage policy 
—an increase in wages largely 
financed out of employers’ margins 
—thrust the whole matter still 
more deeply into the area of gov- 
ernment control of the employer- 
employee relationship. It will be 
taken to mean that all wages, as 
of the present moment, represent 
a proportionate equality as among 
workers; that if wages are to be 
increased 20 percent, then the 
worker who has been getting $2 a 
day should get $2.40 and the work- 
er who has been getting $20 a day 
should get $24, and both should 
be satisfied. Government control us- 
ually operates on this wide; sweep- 
ing range; seldom takes into ac- 
count the possibility that there may 
have been unfairness in the rela- 
tive amounts paid before the con- 
trol agencies put in their oar. In 
any event the labor-management 
conference can not now sidestep 
the problem of wage increases on a 
national percentage basis. 

So a good many people, in agree- 
ment that the conference must 
succeed are not too hopeful of its 
success. . . Sure enough, a lot of 
“most critical periods in history” 
have come and gone of late. But 
don’t underestimate the critical as- 
pects of the remainder of 1945. 
The United States has the largest 
potential production capacity in the 
world. But this country is facing 
the biggest demands that ever con- 
fronted a country. Our own people 
are asking for everything they did 
without during the war. Whenever 
a foreign government asks for a 
loan or a grant through UNRRA, 
it is asking only incidentally for 
money. What it wants is goods; 
American goods. The thing we have 
that can satisfy our own people 
and keep our bonds and currency 
safe and that will aid our friends in 
other countries is not money. It is 
production. No time to play fast 
and loose with production. Mark up 
a failure for the labor-management 
conference; and what will then hap- 
pen to production? 


You know what will happen to 
it. 

The President has three big prob- 
lems. Relations with labor; rela- 
tions with Russia; relations with 
Congress. No one of the three is in 
satisfactory condition. There are 
too many people taking Uncle Sam 
too much for granted. The old gen- 
tleman always has come through, 
and we expect him to do it this 
time. But what a way to use a 
grand old friend! 
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C.1.0. Wage Settlement May 
Threaten West Coast A.F.L. 
Lumber Workers’ United Front 

Although the CIO International 
Woodworkers of America were re- 
cently successful in concluding a 
12% cent hourly wage increase and 
its members are now working de- 
spite the Pacific Northwest lumber 
strike, representatives of nearly 
60,000 striking AFL lumber work- 
ers are still clinging to their origi- 
nal demands for _ industry-wide 
agreements. They are showing 
absolutely no interest in individual 
agreements. 

On-the-scene observers of the 
West Coast lumber tie-up point out, 
however, that this supposed united 
front of the AFL arrayed along the 
line of industry-wide agreements 
seems to be on the verge of a break- 
down. An indication of this was 
seen recently when the union 
signed with a pine manufacturer in 
Oregon. Logging operations and 
two saw mills of this company re- 
sumed production November 19. 

This single-instance resumption 
of work amounts, of course, only to 
a small percentage of the total 
West Coast lumbering operations 
tied up by the strike. It does indi- 
cate, however, a significant unrest 
and defiance of the AFL negotiat- 
ing committee on the part of some 
of its members. It is entirely pos- 
sible that this initial shifting in 
sentiment on the part of Pacific 
Coast AFL lumber workers might 
blossom into a full fledged opening 
wedge that may split the AFL’s 
united front wide open and bring 
about a solution of the strike. 

The AFL-affiliated Northwest 
Council of Lumber and Sawmill 
Workers union has been on strike 
for more than two months to ob- 
tain a ‘minimum industry-wide 
wage of $1.10 an hour. A number 
of small lumber companies, the so- 
called independents, have granted 
the union’s wage demands and are 
in full production, but all except 
one of the major camps have re- 
mained inactive. 

Unlike the AFL, the CIO general 
organization chose to bargain for 


wage increases while its members 
stayed on the job. As a result, the 
committee had comparatively little 
trouble in arranging a 12% cent 
hourly wage increase for its work- 
ers in Klamath Basin and Northern 


California pine. This agreement, 
affecting 40 operators, now goes to 
workers for approval or disap- 
proval. These operators, however, 
agreed to an increase which would 
merely bring the minimum to only 
$1.00, thus continuing the wage 
differential long disliked by the 
lumber unions. 

The other CIO agreements, in 
higher-pay fir and plywood opera- 
tions, brought the minimum to 
$1.02 and one-half cents an hour. 
The original CIO demand was for 
$1.15. All agreements must be rati- 
fied by union members before tak- 
ing effect. 

As far as the AFL is concerned, 
the fact that a rival union, the CIO 
International Woodworkers of 
America, has elected to use differ- 
ent tactics and continue working 
while negotiating the wage dispute 
has somewhat dissipated the efforts 
of the AFL union. 

AFL lumber and sawmill work- 
ers have reasserted their demand 
for a $1.10 minimum and threat- 
ened to extend their ban on “hot 
lumber.” In this they have re- 
ceived backing by AFL carpenters 
in Oregon with a resolution sup- 
porting the union’s demand for 
wage increases and reiterating its 
pledge to refuse to handle “hot 
lumber.” 

This increasingly bitter fight be- 
tween the AFL and the CIO must 
necessarily result in a serious dis- 
crediting of one of these two labor 
unions. At present it appears that 
the CIO definitely has the upper 
hand over its adversary in this 
jurisdictional dispute. 

Hardest hit—as always seems to 
be the case—are the local em- 
ployees throughout. the Pacific 
Northwest who are being forced to 
strike by executive decision in the 
eastern national headquarters of 
the AFL. The majority of their 
members who are out on strike are 
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reported to be running low in re- 
serve cash. They personally may 
want to return to their jobs but 
union officials are apparently de- 
termined to hold out regardless of 
widespread shrinking of members’ 
pocketbooks. 


AFL union heads say that unless 
mill operators meet their wage de- 
mands they will bring the nation’s 
home building program to a com- 
plete standstill. Recent west coast 
developments already mentioned, 
however, may be giving these same 
officials plenty of pause for thought. 
The big question facing them now 
is whether they will be able to 
gain more favorable terms for their 
members than did the CIO unions 
which attained their 12% cent 
wage increase objective without a 
strike. 

No one knows at present just 
what the AFL will do if and when 
they fail to obtain better terms 
than did the CIO. They may be 
forced to take what they can get 
or they may refuse to “lose face” 
over such a defeat and battle out 
the issue all winter long. The only 
course open now to the AFL unions 
is to strive desperately for a 
greater wage increase for its 
striking members than that now 
being received by CIO mill work- 
ers. AFL success in this direction 
would, at the present writing, seem 
extremely doubtful. Close observ- 
ers of the situation seem pretty 
well agreed that the AFL is maneu- 
vering itself into a more precarious 
position every day and that the 
longer the ultimate set-back is de- 
layed the worse it will be for all 
concerned. 

As for the operators of the west 
coast mills that are unionized by 
the AFL, they feel that their hands 
are tied and seem to be completely 
satisfied to sit back, waiting to see 
which way the cat jumps. Now that 
the strike has, for the most part, 
trended into late November, few 
of the operators are anxious to re- 
open operations until after the holi- 
days. They say it would simply be 
a case of bad business to resume 
operations for a few weeks only to 
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shut down again from Christmas 
to the New Year. 

It now appears that the AFL 
unions were ill-advised when they 
predicted to their members that it 
was unlikely that the various CIO 
local unions in the west coast re- 
gion would approve of any wage 
increase that might be attained by 
the CIO negotiating committee. As 
a result, when that very thing hap- 
pened, AFL lumber workers began 
talking among themselves of re- 
turning to their jobs for much- 
needed Christmas cash. 

Another tieup of 20,000 pulp and 
paper mill employees in Oregon, 
Washington and California is now 
being threatened by AFL union 
heads after rejection by the 12th 
regional WLB of pay increases and 
other requests demanded by the 
unions. Their major request was 
for a 20 per cent wage increase. 

The WLB action was initiated 
last May. Soon after its decision, 
a joint statement was issued by 
John Sherman, vice president of 
the International Brotherhood of 
Pulp, Sulphite and Paper Mill 
Workers (AFL) and Russell Drum- 
mond, vice president of the Inter- 
national Brotherhood of Paper 


Makers (AFL) which said, in part: 

“This whole situation now lies 
in the lap of the Pacific Coast As- 
sociation of Pulp and Paper Manu- 


facturers. We have done our best 
to adjust the issue and for the first 
time in eleven years, have failed. 
We have now referred the case 
back to our bargaining committee, 
now meeting, and if the members 
reject the only offer contained in 
the WLB~ decision—namely, a 
slight raise in night pay—we ex- 
pect the industry to be tied up un- 
less the association employers 
meanwhile seek negotiations.” 


Current Statistics on 
Output and Distribution 


Lumber shipments of 458 mills 
reporting to the National Lumber 
Trade Barometer were .2 per cent 
above production for the week end- 
ing November 3. In the same week 
new orders of these mills were 5.9 
per cent less than production. Un- 
filled order files of the reporting 
mills amounted to 81 per cent of 
stocks. For reporting softwood 
mills, unfilled orders are equivalent 
to 28 days’ production at the cur- 
rent rate, and gross stocks are 
equivalent to 33 days’ production. 

For the year-to-date, shipments 
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NORTH CAROLINA 


With new and increasingly active sources of supply, we can now handle more orders 
for reasonably prompt shipments. Send us your orders and inquiries for regular 
or specially worked Furniture and Industrial Stock, specially cut-to-length Cleats 
and Battens, Crating and Plywood. In many cases can ship mixed cars of Cleats, 
Battens and Shooks. Also limited amounts of Gum, Oak, Mahogany, Maple and 


Douglas Fir Panels. 


We also handle commission business in Southern Pine, Western Pine, Spruce and 
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Douglas Fir, including Douglas Fir Plywood. 


of reporting identical mills ex- 
ceeded production by 1.8 per cent; 
orders by 3.8 per cent. 

Compared to the average corre- 
sponding week of 1935-1939, pro- 
duction of reporting mills was 35.4 
per cent less; shipments were 33.6 
per cent less; orders were 35.5 per 
cent less. 

WEST COAST 

Fir and other west coast mills 
reporting to the West Coast Lum- 
bermen’s Association cut a weekly 
average of 52,284,000 feet of lum- 
ber during the month of October 
(5 weeks). This report by 131 mills 
is only 32.2 per cent of the cut by 
the same mills in their 1941-1944 
average and brings the 1945 cut to 
date 73.3 per cent of the 1944 to- 
tal to date. Weekly shipments the 
month ending October 31 aver- 
aged 50,690,000 and new business 
booked during the month of Octo- 
ber showed a weekly average of 
57,673,000 feet. The industry’s un- 
filled order file stood at 694,063,000 
feet at the end of September. Gross 
stocks stood at 369,631,000 feet. 

The current strike is the pre- 
dominant influence on the current 
situation of the West Coast lumber 
industry. In October it cut produc- 





To Mills: 


We can give dependable, 
permanent representation 
to reliable shippers. Our 
business is growing con- 
stantly. You are invited 
to contact us. 


Buyers looking ahead should contactus now on their future requirements. 


L. N. BAGNAL 
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tion by about 50 per cent. Accept- 
ance of new business was curtailed 
to the same degree during the 
month, although buyers persisted 
in efforts to purchase for both rail 
and water deliveries. West Coast 
mills remain reluctant to commit 
themselves to future deliveries 
while lacking any way to predict 
when they may be able to deliver 
lumber. 

Building construction for the 
season is at its annual low. By 
spring, when activity normally is 
resumed, lumber should be freely 
available. 

WESTERN PINE 

One hundred and one mills, re- 
porting to the Western Pine Asso- 
ciation for the week ending Novem- 
ber 3 cut 37,823,000 feet. The same 
week a year ago the cut was 68,- 
394,000 feet. Shipments during the 
current week totaled 36,380,000 
feet, 3.8 per cent below production. 
Orders accepted for the week end- 
ing November 3 were 16.2 per cent 
below output at 31,706,000 feet. Un- 
filed orders on hand November 3 
were for 275,996,000 feet, with 
gross stocks at 679,357,000 feet. 

SOUTHERN PINE 

Production of southern pine by 
97 units (134 mills) for the week 
ending November 10 as reported to 
the Southern Pine Association to- 
taled 17,771,000 feet. This is 26.57 
per cent below the three-year aver- 
age for the same mills.- Shipments 
during the week ended November 
10 totaled 17,708,000 feet, .35 per 
cent below output. Orders placed 
were for 15,703,000 feet, 11.64 per 
cent below production and 11.32 per 
cent below shipments. Total stocks 
on hand at the end of the week were 
129,829,000 feet as against unfilled 
orders for 100,472,000 feet. 

NORTHERN PINE 

Production of northern pine by 
the five mills reporting to the 
Northern Pine Manufacturers As- 
sociation totaled 615,000 feet for 
the week ending November 3. This 
is almost double the figure for the 
same week a year ago. Shipments 
during the current week were 850,- 
000 feet and new business booked 
totaled 905,000 feet. Unfilled or- 
ders November 3 stood at 6,355,000 
feet and gross stocks were 43,080,- 
000 feet. 


In the Market Centers 
TACOMA-SEATTLE: — Rela- 
tively little lumber is being pro- 
duced in the Tacoma area, as the 
AFL strike continues to grip most 
of the mills in this territory. Only 
one large CIO mill, two or three 
small detail plants and a co-opera- 
tive plywood concern are still op- 


erating and the output from these 
plants is negligible compared to 
the normal output in this district. 

At the present writing, the strike 
situation, insofar as the AFL 
plants are concerned, seems to 
have reached pretty much of a 
stalemate and efforts to negotiate 
an amicable settlement are more or 
less at a standstill. There also 
seems little likelihood that the tie- 
up will spread to the CIO mills. 
Members of the Tacoma CIO local 
voted November 10 to accept the 
recommendation of the CIO’s in- 
ternational negotiating committee 
for agreement to a 12%%-cent an 
hour wage increase. Similar action 
was taken at Aberdeen and there 
is every indication that the nego- 
tiating committee’s recommenda- 
tion will be ratified throughout the 
western Washington area. 

Despite the strike, the demand 
for lumber is enormous in the Ta- 
coma area. What little is available 
is being quickly gobbled up by those 
buyers fortunate enough to have 
their orders accepted. 

In the Seattle area a few mills 
have accepted the striking AFL 
lumbers workers demand for $1.10 
an hour minimum, but the greater 
part of the manufacturing indus- 
try is still shut down. With local 
teamsters refusing to handle lum- 
ber coming into Seattle and the 
Sailors’ Union of the Pacific refus- 
ing to load lumber, trade is virtu- 
ally stagnant. Distributing yards 
originally set up for government 
stock piling have sent buyers to the 
coast ready and willing to pay ceil- 
ing prices which shuts out whole- 
salers to get a discount off ceiling. 

To offset this and enable whole- 
salers to get lumber for independ- 
ent yards many wholesalers in the 
Seattle area advocate a charge of 
8 per cent over ceiling to be as- 
sumed by the customer so he can 
stay in business. This is allowed 
for Southern Pine although origi- 
nally limited to C.P.A. business. 
One wholesaler reported visiting 14 
Canadian mills and two American 
plants without being able to buy 
any lumber. 

The shingle industry is having 
great difficulty getting logs; as of 
Ocotber 27, the shingle operators 
showed a weekly operation of 125 
machines with 88 machines shut 
down. A little more than half of the 
machines operating were used in 
only one shift. Many logs which 
formerly went into shingles are 
now being used to produce cedar 
lumber. A few mills in the north- 
ern part of Washington have had 

(Continued on Page 94) 
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Centennial Award Presented 
Henry Disston & Sons, Inc. 


Henry Disston & Sons, Inc., was 
recently honored as one of three 
Philadelphia firms having been in 
business for 100 years and more. 
The Centennial Anniversary Cer- 
tificate of Public Service was 
awarded by the Brand Names Re- 
search foundation in recognition of 
continuous service to the American 
people since 1840. 


Photograph shows George L. 





Russell Jr., John B. Stetson com- 
pany, chairman, Brand Names Re- 
search foundation (right) present- 
ing certificate to 8S. Horace Disston 
(second from left), president, of 
the Disston firm. Looking on are 
Graham Patterson (left), pub- 


lisher, Farm Journal and Path- 
finder, and A. O. Buckingham, 
Cluett, Peabody & company, vice- 
chairman of the foundation. 


Western, Washington Forest 
Groups to Meet in December 


The twenty-fourth Washington 
State Forestry conference will be 
held Dec. 7 at Seattle, Wash. Sena- 
tor Ted Schroeder, who introduced 
the new forestry law bill into the 
Senate, will outline the require- 
ments of the act; Stuart Moir and 
Walter Rathert will speak on the 
sections affecting the pine areas; 
and Leo Isaac, Pacific Northwest 
Forest Experiment station, will 
speak on the requirements for the 
Douglas fir region. 

The annual meeting of the West- 
ern Forestry and Conservation as- 
sociation will be held Dec. 13, 14 
and 15 in Portland, Ore. There will 


90 


WM Wid MEWS 


be an open inquiry into the Tilla- 
mook Burn with state and private 
protection agencies attempting to 
give the answer to the prevention 
of such disasters, and concentrat- 
ing on the problem of the rehabili- 
tation of the area burned over. 


Appointments and Promotions 


JAMES CALLANAN has been ap- 
pointed director of purchases, U. 8S. 
Plywood corporation, New York 
City. He was formerly American 
representative and buyer for the 
Ordnance Trading, Ltd., London, 
Eng. 


CHARLES H. WESTPHALEN, asso- 
ciated with the Masonite corpora- 
tion since its inception, has been 
elected a vice president and direc- 
tor of the company and appointed 
general manager of the Laurel, 
Miss., plant. 


CHARLES H. Morse III has been 
elected vice president of Fairbanks, 
Morse & company, and will be in 
charge of research patents, traffic, 
the company’s western pump divi- 
sion and the Inland Utilities com- 





Charles H. Morse Ill 


Henry S. Norris 


pany. His headquarters will be in 
Chicago. 


HENRY S. Norris, until recently 
head of the heating branch, War 
Production Board, has been ap- 
pointed vice president of Consoli- 
dated Industries, Inc., Lafayette, 
Ind., and will be in charge of sales 
administration. 





C. B. TOWLE, general manager of 
the Lincoln (Neb.) division of the 
Curtis Companies, Inc., for forty 
years, has retired from that posi- 
tion to become vice president of the 
company. John P. Miller, general 


manager of the Topeka division for 
six years has been named to fill 
Mr. Towle’s place. 


GEDDES PARSONS, assistant su- 
perintendent of war production, 
P. & F. Corbin division, the Amer- 
ican Hardware corporation, has 
been appointed assistant sales man- 
ager. 


STANLEY J. O’CONNOR, Washing- 
ton, D. C., has been appointed as- 
sistant to the director of research 
for Minnesota and Ontario Paper 
company. 


JAMES EMMETT has been named 
vice president in charge of sales 
for the Marsh Heating company, 
formerly known as the Marsh 
Tritol company, Chicago. 


A. J. Brock has been appointed 
manager of the General Electric 
company’s home bureau, a technical 





James Emmett A. J. Brock 


and advisory service in electric 
wiring, equipment, kitchen plan- 
ning, heating and air conditioning 
offered by the company to archi- 
tects and builders. Mr. Brock was 
recently discharged from the Army 
Air forces, where he served as a 
major in the New Guinea theater. 


E. A. DANIELS, sales manager, 
has been appointed vice president, 
Lowe Brothers company, filling the 
position vacated with the death of 
Charles W. Parrott. L. L. ANDER- 
SON has been appointed general 
sales manager of the same com- 
pany. 


C. F. YOUNG has recently become 
associated with the Georgia Hard- 
wood Lumber company, and will 
supervise the construction of a new 
plant near Mobile, Ala. 





EVAN L. FELLMAN, a director of 
E. L. Bruce company, Memphis, 
Tenn., has been elected secretary 
of the firm succeeding C. Arthur 
Bruce who is now executive vice 
president. 


Howarp F. WECKEL, former 
manager of the central district, 


November 10, 1945, AMERICAN LUMBERMAN 








has be 
manag 
compa 
CORAN 
compa 
tural | 
centra 
FRANI 
the di 
sales ; 


WIL 
presid 
dent « 


pany, 





Will 


Belkne 
compa 
tive ce 


CLII 
pointe 
admin: 
wood ¢ 
ly chie 
branck 
Board. 


App 
succee 
as mal 
Milwa 
partme 
Woody 
compa) 
burgh. 


Calif, 
To Fo: 


Gove 
nia, h 
ments 
practic 
measul 
approa 
dividir 
distric 

The 
to dev 
the dis 

The 
lowing 

Redy 
tee—C 
Harold 
Manar 
compal 
Union 

Nort 


AMERI 








1i- 


me 
rd- 
WV ill 


4 of 
his, 
ary 
hur 
vice 


1er 
rict, 








has been appointed merchandising 
manager for the Martin - Senor 
company, Chicago. JOE M. Cor- 
CORAN, former manager of the 
company’s Nu-Hue and architec- 
tural finishes division, will be the 
central district manager, and 
FRANK B. CRAWLEY will assume 
the duties as manager of Nu-Hue 
sales and development. 


WILLIAM M. RAND, former vice 
president, has been elected presi- 
dent of Monsanto Chemical com- 
pany, St. Louis, succeeding Charles 





William Rand C. P. Setter 


Belknap who will continue with the 
company as chairman of its execu- 
tive committee. 


CLIFFORD P. SETTER has been ap- 
pointed vice president and chief 
administrative officer of U. S. Ply- 
wood corporation. He was former- 
ly chief of the plywood and veneer 
branch of the War . Production 
Board. 


Appointment of G. V. Woopy to 
succeed R. C. Newhouse, retired, 
as manager of the Allis-Chalmers, 
Milwaukee, basic industries de- 
partment has been announced. Mr. 
Woody has been manager of the 
company’s district office at Pitts- 
burgh. 


Calif. Governor — 16 
To Forest Practice Groups 


Governor Earl Warren, Califor- 
nia, has announced 16 appoint- 
ments to the new district forest 
practice committees created in a 
measure reorganizing the state’s 
approach to forestry problems and 
dividing the state into four forest 
districts. 

The duty of each committee is 
to develop forest practice rules in 
the district affected. 

The governor appointed the fol- 
lowing: 

Redwood Forest District commit- 
tee—Charles R. Barnum, Eureka; 
Harold Pryor, Eureka; Gordon 
Manary, Scotia, Pacific Lumber 
company; Dana Gray, Fort Bragg, 
Union Lumber company. 

North Sierra Pine Forest Dis- 


trict committee—Lem Hastings, 
Westwood, Red River Lumber com- 
pany; E. E. Hall, McCloud, Mc- 
Cloud River Lumber company; AIl- 
vin R. Haynes, Burney; T. K. 
Oliver, Susanville, Fruit Growers 
Supply company. 

Coast Range Pine and Fir For- 
est District committee—Louis Ohl- 
son, Castella, Castle Creek Lumber 
company; Edwin J. Regan, Weaver- 
ville; D. G. Christen, San Francisco, 
Southern Pacific Land company; 
Pat Johnson, Eureka, J. F. Sharpe 
Lumber company. 

South Sierra Pine Forest Dis- 
trict committee — Frank Solinsky 
Jr., San Francisco, Calaveras Land 
and Timber company; Swift Beery, 
Camino, Michigan California Lum- 
ber company; Walter S. Johnson, 
San Francisco; Associated Box and 
Lumber company; George H. Bolz, 
Placerville. 


R. Morris Named to NRLDA's 
National Affairs Committee 

Raymond Morris, Crawford-Har- 
ris Lumber company, Mitchell, Ind., 
has been appointed a member of 
the national affairs committee of 
the National Retail Lumber Deal- 
ers’ association. 

The affairs committee is a com- 
paratively new organization, believ- 
ing that retail lumber dealers in 
common with other business men 
should do more to ensure both con- 
gressional and administrative un- 
derstanding of the lumber industry. 


Buffalo Lumber Exchange 
Organizes Bowling League 

A bowling league has been organ- 
ized by the lumber yards connected 
with the Buffalo Lumber Exchange. 
There are twelve teams in the 
league which began its season Sept. 
20. 

The following firms are repre- 
sented in the league: Bison Lum- 
ber company, Evans Lumber com- 





pany, Frontier Lumber company, 
Henrich Lumber incorporated, J. M. 
Jakiel Lumber company, Iroquois 
Door company, T. Sullivan & com- 
pany, Rock Island Lumber company, 
Wenz-Mann corporation, Whitmer 
Jackson company, and L. N. Whis- 
sel Lumber company. 


Allied Building Credits 

Sold by Weyerhaeuser 
Announcement of the sale of 

the entire stock of Allied Building 

Credits, Inc., to Occidental Life In- 

surance company, is made by F. K. 

Weyerhaeuser, representing the as- 











Lindsey 8-Wheel 
Tractor Wagons 


are ideal for tractor logging. They 
are used singly or in trains. 


Lindsey Wagon Co., Laurel, Miss. 


Sole Manufacturer 
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J. H. MINER SAW MFG. CO., Meridian, Miss. 
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sociated Weyerhaeuser companies. 

Allied Building Credits, Inc., was 
created ten years ago to provide 
merchandising assistance for lum- 
ber dealers through the purchase of 
instalment notes and the making of 
residential mortgage loans. 

Mr. Weyerhaeuser stated that a 
double purpose motivated the sale. 
“First,” he said, “Weyerhaeuser 
has accomplished its original ob- 
jective of developing finance serv- 
ices to meet the needs of the lumber 
dealer and his customers. Having 
accomplished this objective we have 
now taken a step whch we feel will 
enable Allied Building Credits, Inc., 
because of its closer association 
with Occidental Life Insurance 
company, to expand its activities to 
meet postwar demands in the con- 
struction industry. Representatives 
of the Weyerhaeuser interests will 
remain on the board of directors of 
Allied Building Credits, Inc., be- 
cause of our continuing interest in 
furthering the use of instalment 


selling in the retail lumber indus- 
try. 

“Second,” he continued, “the sale 
will permit the associated Weyer- 
haeuser companies to devote their 
entire attention and resources to 
the production and distribution of 
forest products. Now that the post- 
war era is here, we are planning 
to go ahead with long-range plans 
for the further development of our 
business, including the building of 
new plants.” 

W. A. King, executive vice presi- 
dent, Allied Building Credits, Inc., 
stated the firm would continue its 
operations throughout the country 
under its present management. 
Home office of the concern is main- 
tained at St. Paul, Minn. 

“Under our new auspices,” said 
Mr. King, “we can not only main- 
tain the most complete finance serv- 
ice of its kind in the building ma- 
terial and construction field but 
will develop other services to meet 
additional needs.” 
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Here’s a fight that’s far from over—against 
tuberculosis, the dread plague that still 
kills more Americans between 15 and 45 
than any other disease. 


Your annual purchase of Christmas Seals 
since 1904 has helped cut the TB death 
rate 75°! And TB can be wiped out— 
some authorities say by the year 2000. 


Yet wartime conditions give TB a new 
lease on life—human life. 


So please, help us bring up the reserves. 
This year, buy ertra Christmas Seals. Re- 
member, there can be no peace treaty with 


BUY CHRISTMAS SEALS 


Because of the importance of the above message, 
this space has been contributed by 
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Lumberman Donates Factory 
to Veterans to Make Toys 


H. M. Crane, president, Evans- 
ville (Ind.) Lumber company, has 
donated to a local chapter of the 
Disabled American Veterans a 
small bomb-cradle plant which 
closed down with the ending of the 
war. Instead of cradles for bombs, 
the same machinery and supplies 
are now producing cradles for little 
girls’ dolls and other toys for 
Christmas. Eighteen wounded vet- 
erans are turning plywood into 
toys, and it is planned to have 
fifty veterans working there within 
a short time. 


Winton-Amador Forest Becomes 
A Western Pine Tree Farm 


The tree farm dedication of the 
Winton-Amador Forest of the Win- 
ton Lumber company, Jackson, 
Calif., was held Oct. 27, sponsored 
by the El Dorado-Amador Forest 
forum and Western Pine associa- 
tion. 

J. F. Daggett, chairman, forest 
conservation committee, Western 
Pine association, spoke on the prog- 
ress of tree farming in the western 
pine region. George T. Morken, 
manager, Winton Lumber company, 
discussed tree farming on the Win- 
ton-Amador forest. Other speakers 
were DeWitt Nelson, state forester 
of California; A. L. Pierovich, su- 
perior judge for Amador county; 
and James S. Dean, director of 
finance, for California. 

Swift Berry, chairman, El] Do- 
rado-Amador Forest forum, award- 
ed the Western Pine Tree Farm 
certificate and welcomed the Win- 
ton Lumber company to the ranks 
of California and Western Pine 
association tree farmers. 


Retail News 


Kenneth L. Welsh and Clair V. 
Nelson, builders and contractors, 
are planning to open the Burton 
Lumber & Coal company, Burton 
Township, Mich. They plan on han- 
dling everything in the building 
supply line, as well as doing cabinet 
work. 


Andre Trulin, Varna, IIl., and 
Norman Hoffstetter, Toluca, Ill. 
are planning to erect a new lumber 
building to house the Trulin-Hoff- 
stetter company, Chillicothe, Ill. 
which will handle a complete line 
of building materials. 


A new building is under con- 
struction which will house the 
Fielder Cash Supply company, Van 


November 10, 1945, AMERICAN LUMBERMAN 








Alstyn 
genera 


The 
Lumbe 
Tharp, 
ed. A 
rials a 
hardws 
ment a 
be aw 
saw, J 
radio s 
and wo 


F. FE 
has pu 
Washir 
operate 
Rauch | 
the nav 
a comp 
ing the 
ting th 
a contr 
buildin 


Return 


Com} 
the Na 
Washin 
turned 
pany, r 
the Oh 
tory. 


Lt. Ce 
returni! 
vision, 
after tk 
U.S. N. 
represe! 


John 
charged 
where | 
with thi 
appoints 
Lucas 
town, S 


Indiana 
Hold F. 


Dr. F 
forestry 
versity, 
Hardwo 
tion me 
versity, 

L. Ha 
pany, Ss} 
of saws 
milling. 

A fo 
followed 
gional fi 
Milwauk 
from th 
heed fo; 
Stated | 
Showed { 


AMERIC; 





} ee 


ny, 
in- 
ars 
ter 
Su- 
ty; 

of 


D0- 
rd- 


‘in- 
nks 
ine 


ors, 
‘ton 
‘ton 
lan- 
ling 
inet 


and 
Ill., 
aber 
Loff- 
Ill., 
line 


con- 
the 
Van 


MAN 





Alstyne, Tex., which will handle 
general building materials. 


The foundation of the Tharp 
Lumber company, owned by O. R. 
Tharp, La Marque, has been start- 
ed. All types of building mate- 
rials are to be handled, including 
hardware, wall board, gravel, ce- 
ment as well as lumber. There will 
be a workshop complete with band- 
saw, planer, jointer, ripsaw and 
radio saw for any type of millwork 
and woodwork. 


F. B. Rauch, St. Charles, Mo., 
has purchased a lumber yard in 
Washington, Mo., which will be 
operated by his son Lt. (s.g.) F. B. 
Rauch Jr., when he is released from 
the navy. The firm expects to offer 
a complete building service, includ- 
ing the drawing of plans and get- 
ting the cost of construction from 
a contractor, and a complete line of 
building materials will be carried. 


Returning Veterans 


Commander Earle Burson, with 
the Navy on special assignment in 
Washington for five years, has re- 
turned to the National Brass com- 
pany, resuming his job of covering 
the Ohio and Pennsylvania terri- 
tory. 


Lt. Commander Charles B. Brown, 
returning to the Ingersoll Steel di- 
vision, Borg-Warner corporation, 
after three and a half years in the 
U.S. Navy, has been named eastern 
representative for the company. 





John F, Stephens, recently dis- 
charged from the Army Air Corps 
where he served as first lieutenant 
with the Eighth air force, has been 
appointed assistant manager, Hayes 
Lucas Lumber company, Water- 
town, S. D. 


Indiana Hardwood Lumbermen 
Hold Fall Meeting at Purdue 


Dr. E. R. Martell, head of the 
forestry department, Purdue uni- 
versity, presided at the Indiana 
Hardwood Lumbermen’s associa- 
tion meeting, Oct. 12, at the uni- 
versity. 

L. Hand, E. C. Atkins and com- 
pany, spoke briefly of the history 
of saws and their importance to 
milling. 

A forum on forest regulations 
followed with Jay H. Price, re- 
gional forest, U. S. Forest Service, 
Milwaukee, discussing the subject 
from the federal viewpoint. The 
heed for regulation is urgent he 
stated because their reappraisal 
showed that only 10 percent or less 


of the timber cut in the central 
states was harvested in a manner 
to insure maintenance of the tim- 
ber supply. 

T. E. Shaw, extension forester, 
Indiana, discussed factors affecting 
the application of forestry regula- 
tion in Indiana, and Chester B. 
Stem, veneer and sawmill operator, 
New Albany, Ind., discussed regu- 
lation from the lumbermen’s view- 
point. 

Jan. 25, 1946, was selected as the 
date for the annual meeting at the 
Severin hotel, Indianapolis. 


Ellis, Secretary of Southern 
Hardwood Producers, Resigns 


Ben R. Ellis, secretary-manager, 
Southern Hardwood Producers, 
Inc., Memphis, Tenn., has resigned. 
Mr. Ellis came to the Producers in 
December 1944 from his post in 
Washington where he served in ex- 
pediting the procurement of essen- 
tial machinery and equipment for 
the lumber industry. 

C. Arthur’ Bruce, president, 
Southern Hardwood Producers, 
Inc., stated that no successor to Mr. 
Ellis has been named. 


Memphis Lumber Firms Win 
Certificates of Labor Safety 


Nickey Brothers, Inc., Memphis, 
Tenn., has been awarded a certifi- 
cate of safety achievement from the 
U. S. Department of Labor in rec- 
ognition of an 86 percent reduction 
in accidents in the company’s plant 
during a recent six-month period. 
The certificate was presented to 
S. M. Nickey, president. 


For reducing the rate of acciden- 
tal injuries to employes by 50 per- 
cent during the first five months of 
1945 the Chapman & Dewey Lum- 
ber company, Memphis, Tenn., was 
awarded the certificate of Safety 
Achievement from the Department 
of Labor. 


Mahogany Assn. Discontinues 
Office in Washington, D. C. 


The Washington office of Ma- 
hogany association, Inc., which has 
been maintained for over three and 
one-half years, was discontinued as 
of Nov. 1, and all communications 
should be addressed to Mahogany 
association, Inc., 75 E. Wacker 
drive, Chicago 1, IIl. 

The trade promotion and adver- 
tising campaign work of the asso- 
ciation already has been re-estab- 
lished and it is expected that it 
will be much enlarged during 1946. 
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PAUL B. BERRY 
Grand Rapids 6, Michigan 


if you can furnish any of the follow- 
brag (or anything else) write or wire me. 


1 or more cars 4/4" & thicker, but 
mostly 4/4’’ Pine, Maple, Birch, Beech, 
Poplar, Gum, Willow, Oak, Magnolia, 
etc. Prefer upper grades but can use 
crating, etc., grades also. KD or AD, 
Rough or surfaced. Can use RW&L, 
dimension, shorts, etc. Write or wire 
me of anything you have available. 
Send me your stock and price lists. 











Knudson & Mercer Lumber Co. 


Purveyors to 
Accredited Retail Lumber: Dealers 
for 50 years 
LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, Wallboards and Most 
Standard Specialties 


28 E. Jackson Blivd., Chicago 4, Ill. 














SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS FACTO 
WARD STOCK BK : R CLEARS. 


SPRUCE, HEMLOCK, CEDAR, PINE 
Reliable Shippers 33 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 








LEMIEUX BROS., INC. 


FORESTERS--TIMBER ESTIMATORS 
APPRAISERS--CIVIL ENGINEERS 


610 Pere Marquette Bidg., NEW ORLEANS, LA 





MINER'S EDGER WITH SKF BALL BEARINGS 


Simonds saws, lightest running. 


SPECIAL 
FEATURES: Variable feed for light power, 
guide rail and spurs make STRAIGHT lum- 
ber, well-balanced mandrel, now creosoted 
frame. IT CLEARS ITS COST IN 30 TO 60 
DAYS. 


MINER EDGER WORKS, Phone 1292, Meridian, Miss. 





HOUSTON BLOW PIPE 
AND SHEET METAL WORKS 
HOUSTON, TEXAS 


38 Years’ Experience 


Engineering Service and Estimat i 
Obligation — Send Us ay a ae 
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Kansas City, Mo. 
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Lumber Market Analysis 
(Continued from Page 89) 


to shut down for short periods due 
to floods. 

Local and national demand for 
lumber snaps up any to be found. 
Many buyers are inactive pending 
settlement of the strike. There is 
much public clamor for resumption 
of home building. 

Local papers are running stories 
stating that supplies of lumber in 
the Seattle area will be completely 
exhausted within a week or two. 

KANSAS CITY — Unchanged 
conditions in the Southwest all 
point toward decreased production 
at a time when demands are abnor- 
mally large in view of the starved 
consumer demands which have ex- 
isted ,for the last three years. La- 
bor—or the lack of it—is the num- 
ber one deterrant to increased out- 
put. Weather is satisfactory and 
so are transportation facilities. 
Mills do not have much log inven- 
tory due to inability to obtain 
large enough crews to work the 
forests. Many war workers prefer 
to draw unemployment compensa- 
tion rather than go back to the 
mills which they had originally left 
to obtain war jobs. 

Lumbermen is this area feel that 
President Truman’s wage-price pol- 
icy is a threat to increased produc- 
tion. If work time is to be reduced 
20 per cent and if wages are to be 
raised while the “hold the line” 
policy applies to the selling price, 
the industry will soon be in worse 
shape than it currently is. 

Demands for lumber in this area 
are terrific. It is up to the leniency 
of mills to fill in the badly depleted 
inventories which exist. Retailers 
have been liquidating their inven- 
tories as evidenced by the report of 
133 yards reporting to the Federal 
Reserve Bank of Kansas City. In 
September lumber and allied vol- 
ume was 49 per cent ahead of a 
year ago, and the 9-month gain was 
13 per cent. A state by state break- 
down shows Kansas up 8 per cent 
for September and 19 per cent for 
the nine months; Nebraska, 15 and 
4 per cent; Oklahoma, 39 and 19 
per cent; Missouri, 21 and 7 per 
cent; Colorado, 19 and 15 per cent. 

The WPB’s inventory control 
order does not apply to retailers, 
according to the interpretation of 
lumbermen here. It is for larger 
consumers and factories using wood 
for re-manufacture. 

Never before has inventory of 
retailers and wholesalers been as 
low as today. The Federal Reserve 
Bank reports total retail inven- 
tories on October 1 were 13 per 
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cent smaller than a year ago, and 
last year stocks already had been 
sharply reduced. Offering lists of 
wholesalers are bare. Mills are dol- 
ing out supplies to their better pre- 
war customers. There are few if 
any straight cars available. 

Mills are shipping the assort- 
ments that come out of a log, ship- 
ping odd sizes, lengths and grades 
in mixed cars. Yards are glad to 
get anything. Many small mills 
are closed for the season and the 
large operators are down to a frac- 
tion of pre-war capacity to pro- 
duce, partly due to their own will- 
ingness to husband their timber 
reserves because of unsatisfactory 
reconversion price and the fact that 
they just do not have the man- 
power. 


. . Obituaries 


CHESTER B. ALLEN, 79, Presi- 
dent, Allen-Eaton Panel company 
and the Memphis Waterproof Ply- 
wood company, Memphis, Tenn., 
died in Chicago, Il].—Oct. 21. 





FRANK C. ANGLE, 45, man- 
ager, general machinery division 
field sales offices, Allis-Chalmers 
company, Milwaukee, Wis. — Oct. 
25. 


WILLIAM H. BENNET, 839, 
president, Clark & Bennet Lumber 
company, Haverstraw, N. Y. 


JOHN NICHOLS BERRY, 72, 
president, Scott Lumber company, 
Burney, Calif.—Nov. 1. 


FRANK BISSELL, 62, presi- 
dent, Bissell Lumber company, 
Ladysmith, Wis.—Nov. 1. 


JAMES B. BLAIR, 69, retired 
president, J. B. Blair Lumber com- 
pany, Placerville, Calif—Oct. 25. 


GEORGE H. BRAIN, 80, direc- 
tor, Brain Lumber company, 
Springfield, Ohio—Nov. 3. 


CHARLES A. EWING, 83, pres- 
ident, Central Illinois Lumber com- 
pany, E. St. Louis, Ill.—Nov. 1. 


HENRY C. FIELD, 65, retired 
president, Pacific Lumber and 
Shingle company, Seattle, Wash.— 
Oct. 25. 


NOE FONTAINE, president, 
Fontain Lumber & Timber com- 
pany, Ltd., Hearst, Ontario—Oct. 
20. 


OVID L. KING, 64, president, 
King Lumber and Coal company, 
Keithsburg, Ill.—Oct. 26. 


WILFRED LEITCH, 6%, presi- 
dent, Grace Harbor Lumber com- 
pany, Detroit, Mich.—Oct. 27. 


ROBERT J. LENKEN, 43, sec- 
retary-treasurer, West Side Manu- 
facturing company, Milwaukee, 
Wis. 

WILLIAM H. MATHEWS, pres- 


ident, Mathews Lumber company, 
Flat Rock, Ky.—Oct. 17. 


HENRY J. PETTIGREW, 65, 
secretary-treasurer, Oconto com- 
pany, Oconto, Wis. 


LEWIS B. PIPKIN, 84, secre- 
tary - treasurer, Nona- Mills com- 
pany, Beaumont, Tex.—Oct. 27. 


HAROLD S. PRAVITZ, 51, as- 
sistant manager, Eatonville Lum- 
ber company, Eatonville, Wash.— 
Nov. 10. 


JOHN E. RITCHIE JR., 42, 
partner in Pagan-Ritchie Lumber 
company, Texarkana, Ark. — Oct. 
24, 


FREDERICK J. SCHROEDER, 
81, retired president, John Schroe- 
der Lumber company, Milwaukee, 
Wis. 

MORRIS SEKSTROM, 59, vice 
president, Simpson Logging com- 
pany, McCleary, Wash.—Oct. 22. 


LIEUT. HARWOOD S. SHARP, 

23, son of Selwyn J. Sharp, sec- 

retary, California Redwood asso- 
ciation, San Francisco, Calif., was 
one of ten flyers executed by the 
Japanese on Formosa, June 9, ac- 
cording to word received by his 
parents. 


OSCAR SYLAR, 38, manager, 
Howe Lumber company store, 
Helena, Ark.—Oct. 24. 


GEORGE L. TERNES, 63, presi- 
dent, Ternes & Guinan Supply com- 
pany, Dearborn, Mich.—Oct. 27. 


ARTHUR THOMPSON, 53, pres- 
ident, James Thompson & Sons 
Lumber company, Staten Island, 
New York—Oct. 30. 








GEORGE WALKER, founder 
and president, Walker Brothers 
Lumber company, New York, N. Y. 


ELIAS D. WILDER, 84, retired 
president, Wilder Lumber com- 
pany, Brazil, Ind.—Nov. 2. 


B. A. WILSON, 79, co-owner, 
Wilson Brothers Lumber company, 
Pfafftown, N. C.—Oct. 31. 


ROBERT W. WIER, 68, founder, 
Wier Long Leaf Lumber company, 
Houston, Tex.—Oct. 30. 
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